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THE CHAIRMAN: (Opening remarks missed 
due to power failure) Mr. Hawkrigg will present the 
brief on behalf of his Association, the Direct Sellers 
Association, 

MR. M. M. HAWKRIGG: Mr. Chairman and 
honourable members, gentlemen, my name is Hawkrigg and 
I am Vice-President of the pinecs Sellers Association 
and it is my privilege to be chairman of this 
delegation in presenting the Direct Sellers brief to 
the Select Committee. I would like to express our 
appreciation to the Committee for allowing us to make 
this presentation and I would also like to explain at 
the outset that in our brief we have taken great pains 
to explain exactly who we are and what we stand for. 

We have found over the past 
few years that not enough people know exactly who we 
are and what we are trying to do. Before going ahead 
with the brief I would like to ask the Chairman if you 
wish that I read the brief while you gentlemen review 
it -- I realize this is shorter notice than even I 
get when we have our Board meetings for any presentations 

THE CHAIRMAN: Yes. It is not long, 
so we would prefer, I think, for you to read it. 

MR. HAWKRIGG: Very good. I was just 
wondering, can the accused have a little water before 
we start? (Laughter) 

Well, gentlemen, the Direct 
Sellers Association represents a group of well-known, 
long established Canadian manufacturers, who distribute 


their products direct to the homes through independent 
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retailers, It is affiliated with the Canadian Manu- 
facturers Association as a trade section and its staff 
is provided by the C.M.A. A list of the members is 
attached to this submission as Appendix A, 

Now I don't want to belabour 
the list of memberships at the moment. We can possibly 
review these at a later time. 

Direct selling is one of the 
oldest forms of merchandising in the country. In 
pioneer days home to home selling was responsible for 
introducing new products and creating both a demand 
and a steady market for them in Canadian homes, 

Direct selling has also been largely responsible for 
creating the initial market for many items now in daily 
use, such as washing machines, vacuum cleaners, nylon 
stockings, aluminum cookware, flat ironing boards, 
plastic cookware, etc. Manufacturers who employ this 
direct to the consumer method of selling their products 
do so because experience has proved to them that it is 
the most effective means of marketing and servicing the 
particular products which they manufacture. 

By the same token a great many 
Canadian consumers find that many products are best 
purchased in the homes where demonstrations, personal 
service and convenience are in demand. The Association 
was formed in 1954 to enable Canadian manufacturers to 
represent the true face of their industry to the 
Canadian public; to help the public, in turn, to 
recognize bona fide representatives of established 


companies. An active programme of public relations has 
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stressed the real relationship between direct seller 
and the customer to help establish customer confidence 
in the dealer, the products he or she sells and the 
manufacturing companies behind those products, 

The direct sellers of today are 
average, everyday people from all walks of life, who 
enjoy the challenge of being independent businessmen 
and women and who can tailor their own working habits 
to fit their own requirements. They have varying 
degrees of education and business experience. For 
many direct selling is the first venture into selling 
as a career, The majority of men and women direct 
sellers are your neighbours. Most live in the communi- 
ties where they carry on their work. A large percentage 
_ own or in the process of buying their own homes. 

Almost all are married and have families attending local 
schools, Many own their own cars to lighten their daily 
work load. In other words, the direct seller of today 
functions like any other retailer retaining his profits 
within his home town after paying for his merchandise, 

Because direct selling allows a 
person to run his own business, set his own working 
hours and conditions, and is not restricted by age or 
inclination, it employs thousands of people who might 
otherwise become financial liabilities to the communities 
where they live. 

The handicapped widows and 
widowers with dependent children and pensioners are 
among the thousands who have found direct selling a means 


of earning their livelihood or supplementing meagre 
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incomes. An additional and immeasureable advantage 

to these people mentioned is the mental life and new 
interest in life that they gain through their financial 
independence. The Direct Sellers Association has an 
established code of ethics, a copy of which is also 
attached as Appendix B, and to which I would refer the 
honourable members, and which I would also like to 

read at this time. 

"As member companies we shall 
produce completely engineered and quality merchandise 
manufactured from good material and to a fine standard 
of workmanship, assign to our products accurate and 
dependable claims and ratings for satisfactory per- 
formance over a reasonable period, promote ethical 
reoresentation of materials and workmanship and 
capabilities of our merchandise as recorded in printed 
guarantees attached to or accompanying our merchandise. 
To the best of our abilities encourage the development 
of high calibre, independent distributors, who will 
deliver sales presentations in an honest and dignified 
manner, devoid of deceptive claims and guarantees, 
Constantly strive to maintain and improve the present 
standard of direct salesmanship practice by member 
companies and to avoid statements which tend to injure 
or discredit a competitor." 

The Direct Sellers Association 
has an established code of ethics to which its members 
subscribe wholeheartedly. It is a general expression 
of the business tenets that have guided these manu- 


facturers throughout their many, many years of doing 
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business rather than a set of rules of procedure. Its 
adherents regard the axioms as sound and ethical business 
procedures which they practice in full. This code is 
the basis of building customer good-will. Best of 
all it is self-imposed and indicative of the 
Association's belief that it is through education, not 
legislation, that the greatest protection is afforded 
the consumer, 

The public responsibility of 
the members of this Association has long been 
established through close cooperation with municipal 
and provincial officials across the country. Further, 
the Association maintains a liaison and close cooperation 
with the Better Business Bureau and Chambers of 
Commerce, An example of this cooperation is a booklet 
entitled "Facts You Should Know About Door-to-Door 
Selling", published by the Toronto Better Business 
Bureau with the collaboration of the Association, It 
is attached to this brief as Appendix C. 

Attached as Appendix D and E 
are pamphlets published by our own Association entitled 
"On Your Behalf" and "Direct Selling -- Convenience 
Plus", These pamphlets provide more detailed background 
and information about the industry, the members and 
the role of direct selling and direct sellers. 

I might interject at this 
moment to make the honourable members aware that these 
pamphlets are available to all Better Business Bureaus 
and Chambers of Commerce for distribution to any 


interested consumers, 
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Direct selling embraces several 
basic forms of marketing such as: (a) the satisfied 
user method in which the customer provides the sales 
person with leads for new customers, This form of 
selling is one of the basic forms of prospecting for 
customers, much in vogue, the sale of both goods and 
services, Examples are life underwriting and the sale 
of custom made merchandise. The essence of this method 
is embodied in a phrase often promoted by retail stores. 
"Please tell your friends if you are satisfied and tell 
us Af you are not’. 

(b) The Party Plan in which 
a customer is host for a party of friends for whom a 
product demonstration is arranged by the seller and 
sales are made. 

(c) The appointment plan in 
which the sales person meets a customer in his home by 
appointment only. This involves considerable research 
and customer selection. 

(d) The door-to-door or cold 
canvas method involving the solicitation of customers 
initially by direct approach to the homes. Usually 
a sales person will use this method to build up a 
clientele or route which is travelled with some regularity 
There are many variations and refinements of these basic 
methods. 

Consumer credit. We do not 
propose to dwell on the general subject of credit except 
to state that it is an important factor in direct 


selling as in any other form of marketing. Without this 
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invention business would not be as advanced as it is 
today. To restrict or withdraw it would restrict or 
stifle business enterprise and harm the nation's 
economy immeasurably. 

Borrowing charges. With 
respect to proposals that the total charges of 
borrowing money be revealed we are in full agreement. 
Those of our members who are involved in time payment 
plans already insure that information as to carrying 
charges is fully revealed in all contracts. 

Waiting periods. The Association 
appreciates the opportunity to make its views known 
on the subject of the waiting period proposed by the 
Canadian Association of Consumers and others to apply 
directly to door-to-door selling. This post contract 
period has been termed "decompression time" or a 
"cooling off period". Our members are opposed to this 
measure unalterably. The principle is unsound in terms 
of contemporary business practices and rank discrimin- 
ation when it is aimed specifically at direct selling 
and not at any other form of marketing. It is our 
view that the case for a waiting period has not been 
proven. We suggest that the need should have been 
established by the means of a careful analysis of 
all conditional sales contracts and a determination of 
the percentage of those that have created hardships 
for the purchaser as a result of overselling and the 
signing of the initial contract. This has evidently 
not been done by the proponents of the waiting period. 


On the contrary, it would appear that a markedly 
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emotional reaction to a few publicized reports has 
provided grounds for these proposals. 

Consider first the principle 
of a cooling off period in a general sense. Its 
proponents claim that it will protect the consumer 
against high pressure salesmanship or as one writer 
put it, "protect the gullible from the unscrupulous", 
In our view it would do nothing to eradicate the 
fly-by-night operators or outright frauds who are 
an anathema to the ethical business men. The latter, 
through voluntary association for self-government and 
conducted education programmes is acting in the manner 
most likely to succeed ultimately in providing the 
greatest degree of consumer protection. 

All forms of marketing are 
plagued by depredations of people out to prey upon the 
unwary and unsuspecting. We do not feel that such 
operators will be materially restricted by a waiting 
period. There are too many ways for an unscrupulous 
person to get around it. The files of the Association, 
like those of the Better Business Bureau and Chambers 
of Commerce, reveal many stories of these vicious 
people and the harm they do to their victims. However, 
such crime exists in all the areas of marketing and is 
not confined to any one. 

Economically, waiting periods 
could have a depressing effect on business,on selling, 
and on salesmanship. The cost of selling any article 
would certainly increase if every sale were subjected 


to a cooling off period,for a salesman's time is valuable. 
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If a salesman convinces a 
customer of the value of purchasing, then the subsequent 
agreement ought to be binding. If, on the other hand, 
the customer contracts to buy, receives the product, 
is permitted to unpackage and use it and four or seven 
days later returns it and is refunded his own downpayment, 
he has returned a used, depreciated product which can 
no longer be sold as a new product. In the case of 
custom made products the result will be much more 
extensive, the product must be scrapped, 

Waiting periods would permit 
casual buyers to waste one salesman's time in demon- 
stration and service and then permit a competing agent 
to step in and sign the order. Since the second 
agency has not borne the cost of research and preparation, 
it might well close a contract for no other reason 
than that it is able to sell at a reduced price, 

Nothing would, in our opinion, be more injurious to 
salesmanship or business enterprise where quality and 
design as well as price are factors of equal importance. 

Direct selling, as we have said, 
“is a long established method of marketing. It is a 
significant and important factor in the business economy. 
The Association's members alone all have manufacturing 
plants in Canada and employ more than 60,000 Canadians 
in the production and sales, Industry sales volume is 
close to $90 million. These companies are in business 
to stay. For proof one need only look to their record. 
Ninety-seven years in Canada for Watkin'’s, 75 years for 


W. C.Rawleigh Company, 78 years for Avon, 60 years for 
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Electrolux, over 50 years for the Fuller Brush Company 
and so on down the list. 

While we oppose a waiting 
period in principle, because we consider it will not 
solve the dilemma for which it was promoted, we 
oppose its application specifically to door-to-door 
selling because it is discimination of the highest order, 
Ethical business firms such as our members deal 
equitably with customers on a general basis of satis- 
faction or your money back, No member, indeed no 
ethical business firm, is going to allow a customer 
an overextension of credit or hold any customer to a 
contract where it will create any real hardship for 
the customer, financially or otherwise. It is simply 
not good business. 

In some cases doubtless, 
misunderstandings do occur and our members feel that 
good business ethics demand that the seller withdraw 
from the contract in the best interest of the consumer, 
Forced payments are frequently more costly to the seller 
in terms of prestige, image and good-will than to the 
customer regardless of the outcome, 

A cooling off time, as it is 
proposed, would, it is true, apply to only a very few 
sales of the products marketed by the Association's 
members. However, its application to any time payment 
contract is regarded as a most serious restriction on 
the custom and practice of selling and one which could 
conceivably lead to further regulations to the detriment 


of the Canadian business economy as a whole, 
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Therefore, the Association's 
members are unanimously opposed to waiting period as 
a matter of general principle. We respectfully submit 
that no waiting period should be introduced in any 
area of legislation for the reasons outlined. 

Furthermore, we are firmly of 
the opinion that the discrimination implied of applying 
a waiting period solely to door-to-door selling has 
no part in contemporary legislation, for it is an 
inequitous idea borne of prejudice. It is inconsistent 
with a free enterprise economy, particularly one in 
which many consumer product markets were established 
by the door-to-door salesman and will continue to 
be established in the future, 

Again we reiterate our view 
that the most effective method of stamping out the 
unscrupulous merchandisers is through consumer education 
which is presently being conducted by the Better 
Business Bureau and Chambers of Commerce, and which this 
Association heartily endorses, 

The Association has appointed 
a delegation from amongst its members to speak to this 
select Committee on Consumer Credit and to answer such 
questions as the Committee may wish to direct. All of 
which is respectfully submitted. 

THE CHAIRMAN: Thank you, Mr, Hawkrige. 
Mr. Sedgwick, do you have any questions? 
MR. SEDGWICK: Mr. Hawkrigg, I thought 

it might help the Committee if you can turn to Exhibit A 


and tell the Committee just what products your members 
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sell. By the way, do we understand that the list 
on Exhibit A is a list of all your members? 

MR, HAWKRIGG: This is a list of all 
our members, Mr. Sedgwick. 

MR. SEDGWICK: Some of them are self- 
explanatory, but the first one isn't, to me at least, 

MR. HAWKRIGG: Amway of Canada is in 
household cleaning and detergents, floor waxes, floor 
cleaners, furniture polishes, etc. 

MR. SEDGWICK: Avon Products, 

MR, HAWKRIGG: Avon, of course, is 
cosmetics. 

MR, SEDGWICK: Yes, cosmetics. And 
I assume Beauty Counselor is also? 

MR, HAWKRIGG: Beauty Counselor is 
cosmetics. Electrolux are primarily vacuum cleaners. 

MR. SEDGWICK: Do they sell some 
other products? 

MR. HAWKRIGG: I couldn't answer that, 
We have a member from Electrolux here if you would 
like that in complete detail. 

MR. SEDGWICK: No, Familex -- what 
do they sell. 

MR, HAWKRIGG: Familex -- they sell 
household cleaning products as well -- waxes, furniture 
polishes, cleaners. 

MR, SEDGWICK: And Filter Queen’? 

MR. HAWKRIGG: Are primarily the 
polishers as well, floor polishers and vacuum cleaners. 


Vacuum cleaners is their main device, 
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MR. SEDGWICK: Fuller Brush, of course, 

I know -- brushes and related products. And the W. C., 
Rawleigh Company? 

MR, HAWKRIGG: Are basically the same 
household cleaning products, generally the same areas 
Familex -- household cleaning products. 

MR. SEDGWICK: Regal Stationery? 

MR, HAWKRIGG: That's self-explanatory. 
Personal stationery, envelopes, etc. 

MR. SEDGWICK: Spencer Products? 

MR, HAWKRIGG: Spencer Products -- 
Supports, Now if you happen to have a bad back these 
are the people you want to see. 


MR. SEDGWICK: They are such things 


as -- 

MR. HAWKRIGG: Well, corsets, trusses, 
yes. 

MR, SEDGWICK: Stanley Home Products? 

MR, HAWKRIGG: Stanley Home Products 
are -- well, again household cleaning products, the 


same as Fuller Brush, basically. 

MR, SEDGWICK: Tupperware Home Products 
Limited? 

MR, HAWKRIGG: Well, these are plastic 
cookwares,. 

MR, SEDGWICK: Plastic cookware? 

MR. HAWKRIGG: That's right, actually 
it's tableware, 

MR. SEDGWICK: Watkins is spices and 


so on, aren't they? 
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MR, HAWKRIGG: Yes, sir, 
MR, SEDGWICK: And West Bend of Canada? 


MR. HAWKRIGG: This is aluminum ware, 





pots and pans basically. 

MR. SEDGWICK: You do not, then, have 
any members who sell aluminum siding? 

MR. HAWKRIGG: No, oo 

MR, SEDGWICK: Do you have any members 
who sell periodicals or books or anything of that kind? 

MR, HAWKRIGG: No, sir. | 

MR. SEDGWICK: All household products 
generally, is that correct? 

MR, HAWKRIGG: That's right. These 
are all Canadian manufactured products. This is one 
of the stipulations for membership, of course, with 
this Association, that they be completely Canadian 
manufactured. 

MR. SEDGWICK: I see. And then on page 
3 of your brief in paragraph 7 you speak of examples 
such as life insurance underwriting -- you are not 
concerned at all with life insurance? 

MR. HAWKRIGG: No, sir, this was just 
an example, We were just trying to bring in some other 
areas. 

MR. SEDGWICK: Then you say -- on the 
sales of custom made merchandise -- and they may have 
something to say to the cooling off period -- do your 
members sell any custom made merchandise? 

MR. HAWKRIGG: SReCon made would basical- 


ly apply to Spencer supports. 
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MR, SEDGWICK: I see, not to the 

others at all? 
| MR, HAWKRIGG: I would think not to 
any degree, no, sir. 

MR, SEDGWICK: Mr, Oliver suggests 
cosmetics, Obviously I am not an authority on 
cosmetics, are they custom made? 

MR. HAWKRIGG: I would doubt -- by 
custom made I assume you mean a particular product 
for a particular customer? Well, the cosmetics 
are, of course, a general line. 

MR, SEDGWICK: Yes. For a particular 
person or for a particular use, One could describe 
aluminum doors as custom made in the sense that they 
are made to fit that particular stop. Your members 
don't generally do that? 

MR, HAWKRIGG: No, 

MR, MACDONALD: Cosmetics are like 
gasoline -- blended to meet the customer's needs. 

MR. SEDGWICK: To ate the complexion, 
Then on page 4 at paragraph 9 you say with respect to 
proposals that total charges for money borrowing be 
revealed, you are in full agreement. I do not know 
much about door-to-door selling. Approximately what 
percentage of your selling would be for other than 
cash or cash on delivery? 

MR. HAWKRIGG: I couldn't give you a 
percentage. It wouldn't be too large. This is just 
off the top of my hat. 


MR. SEDGWICK: For instance, Fuller 
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Brush -=- do you extend credit? 

MR, HAWKRIGG: We have no credit 

extension in their organization at the moment. 

MR, SEDGWICK: That's what I understood. 
You sell either for cash at the time of the order or 
for cash on delivery? 

MR, HAWKRIGG: Normally it's cash 
with the delivery, We don't ask our people to -- 

MR. SEDGWICK: Then you don't have 
any financing charges? 

MR. HAWKRIGG: Not at the moment, no. 

MR, SEDGWICK: So you really are not 
in the field of consumer credit. 

MR. HAWKRIGG: No, but we do have 
members, of course, who are, 

MR. SEDGWICK: As to those members 
who are in the field of consumer credit in that they 
are paid over a period of time, do they have both 
a cash price and a credit price? 

MR, HAWKRIGG: This, I am afraid, I 
would have to ask a member of the Electrolux Company 
to answer your question, 

ELECTROLUX DELEGATE: No, we only have 
one price cash or credit basically, but of course there 
is a finance charge added on for handling. 

MR. SEDGWICK: You have an add-on, is 
that right? That is, if I am a customer and I am 
buying, shall we say, an Electrolux machine and the 
price is $100.00. If I pay you on delivery that is 


_the end of the transaction and if I say I would like to 
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pay you $10.00 a month for 10 months, then you have 
an add-on credit factor? 

ELECTROLUX DELEGATE: A carrying charge, 

MR. SEDGWICK: <A carrying charge. And 
you have a regular schedule of carrying charges? 

ELECTROLUX DELEGATE: Yes. 

MR. SEDGWICK: Are they estimated in 
terms of money -=- that is, a dollar amount -- or do 
you disclose a percentage amount? 

ELECTROLUX DELEGATE: A dollar amount, 

MR, SEDGWICK: A dollar amount. Can 
you tell me what it is, how it's stated? 

ELECTROLUX DELEGATE: (First part 
inaudible) -- three-quarters of 1% a month, 

MR. SEDGWICK: On the unpaid balance? 

ELECTROLUX DELEGATE: Yes, 

MR. SEDGWICK: Three-quarters of 1% 

a month on the unpaid balance. Then approximately -- 
because I know you can only approximate -- would those 
sales form a large or a significant part of your sales? 

ELECTROLUX DELEGATE: I would say 
the larger portion, 55%, of our sales are consumer 
qyiteiiatin gokskil\ sie 

MR. SEDGWICK: I see. And as to 
amount -=- up to what maximum amount is the value of 
the goods that you sell -- is it $500, $600? 

ELECTROLUX DELEGATE: No, I would say 
oloser to chree’ or tour hundre@ dollars. 

MR. SEDGWICK: Three or four hundred 


dollars. And you extend credit even on the smaller 
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purchases of twenty or thirty dollars? Or do you 
have any? 

ELECTROLUX DELEGATE: No, we don't, 
Usually the floor wax forms part of the sale. 

MR. SEDGWICK: I see. It is sold as 
being necessary with the instrument sold, is that 
right? 

| ELECTROLUX DELEGATE: That's right, 

MR. SEDGWICK: Thank you very much, 

THE CHAIRMAN: Mr, Irwin? 

MR. SEDGWICK: I have a ae more, 
I already asked you, Mr. Hawkrigg, about your practice 
and you said the practice of your firm is it is 
generally C.0O.D. and there is no credit involved. So 
if a cooling off period was suggested and if that 
cooling off period applied only to credit sales, you 
wouldn't be concerned? 

MR, HAWKRIGG: No, under our present 
marketing, no. But the thing I would like to point out 
to the Committee here. We don't particularly feel we 
would like to be restricted in any way. The type of 
product lines that we could get involved in, as far 
as any future planning is concerned, 

MR. SEDGWICK: I understand. 

MR. HAWKRIGG: If we found that there 
was a product that we thought we could successfully 
market door-to-door and happened to get into a consumer 
credit area, I would like to feel that we were free to 
market it on the same basis as our cash sales. 


MR. SEDGWICK: I suppose you will not 
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be able to answer this question, but some of your 
colleagues may. Where a sale is made on credit, what 
security do you take? Do you take a note, a lien note? 
Is that usual? 

| ELECTROLUX DELEGATE: Yes, a lien 
contract. 

MR. SEDGWICK: Yes. And do you hold 
the note yourselves or do you negotiate it? 

ELECTROLUX DELEGATE: No, we hold it 
ourselves. 

MR. SEDGWICK: I see. Do any of your 
members negotiate with finance companies? I may say 
to you that one of the problems that has come to 
the Committee is the fact that there is no connection 
in many cases between the seller of the article and 
the finance company that takes the negotiable paper, 
As a result if the actual seller makes promises which 
cannot be kept, those promises are not or at least may 
not be binding on the finance company which takes the 
negotiable paper. So you can see the problem is that 
while the purchaser may not get what he thought he was 
buying, he may not get anything. But he may still be 
stuck to pay the finance company. But you say you 
don't negotiate your paper at all? 

ELECTROLUX DELEGATE: No. 

MR, SEDGWICK: Do any of the members 
of your Association negotiate their paper, do you know? 

DELEGATE MACDONALD: (Inaudible) 

MR. SEDGWICK: What is your name? 


DELEGATE MACDONALD: MacDonald, with 
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West Bend of Canada, 


MR, SEDGWICK: And you are with what 


company? 

DELEGATE MACDONALD: WestBend of 
Canada. 

MR, SEDGWICK: You sell aluminum 


products? 

| DELEGATE MACDONALD: Basically cookware, 
sir, We act in a slightly different role, we act 
as a manufacturer selling to distributors who, in turn, 
are responsible for establishing his own financing 
arrangements, 

MR, SEDGWICK: So that you yourselves 
don't have anything to do with the customer at the 
door? 

| DELEGATE MACDONALD: Not other than 
the forming of the product and being selective in the 
matter to make sure that our distributors are doing 
a creditable job and not misrepresenting our product. 

MR. SEDGWICK: Well, with that system, 
Mr. MacDonald, if your distributor sells on credit 
and takes some negotiable paper for the balance of the 
debt, is that paper turned over to you? 

DELEGATE MACDONALD: No, they are not. 

MR, SEDGWICK: The distributor has 
to do it himself, does he? 

DELEGATE MACDONALD: Or the finance 
company. 

MR. SEDGWICK: Well, I don't quite 


understand that. Who makes the arrangements with the 
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finance company involved? Does your company, or does 
your individual agent? 

DELEGATE MACDONALD: The independent 
aisvributor, sir, 

MR, SEDGWICK: Makes his own arrangements? 

DELEGATE MACDONALD: That's right. 

MR, SEDGWICK: So that you have no 
control over it attali? 

DELEGATE MACDONALD: Not to that 
excent, Sir. 

MR. SEDGWICK: Well, do you to any 
extent? 

| DELEGATE MACDONALD: Not other than 

to, as L said, make ne Chav cure product 1s 100 
misrepresented because inevitably that would come back 
to the West Bead Company. 

MR. SEDGWICK: So a purchaser of your 
product who had some complaint about what was said 
on the part of your salesman, sora go back to you 
and if you were satisfied that it was a genuine 
complaint, although you would have no legal liability, 
as I can see, you would what -- rescind the transaction? 

DELEGATE MACDONALD: Try to rectify it, 

MR. SEDGWICK: Try to rectify the 
complaint. By moral pressure, I suppose, on your 
distributor, is that right? 

DELEGATE MACDONALD: (Inaudible) 

MR. SEDGWICK: I was just wondering 
how you do it. You sell the goods to the distributor 


and that distributor sells them to the housewife and he 
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“emest 


is an independent salesman. Does he set his own price? 


DELEGATE MACDONALD: Essentially, 
Vesuro., 

MR. SEDGWICK: I see. Then if one 
of your distributors went about the country misrepresent- 
ing the product, I suppose the only thing you could 
do is cancel his distributorship, is that right? 

DELEGATE MACDONALD: That's right. 

MR. SEDGWICK: It would be a matter 
of grace, not of right, if you made good the promises 
the distributor had made to the housewife. You are 
under no legal obligation to do it? 

DELEGATE MACDONALD: No, 

MR. HAWKRIGG: Mr. Chairman, if I 
could just interject here. I think what I would like 
to make the Committee members well aware of is the fact 
that we are not in business to make one sale in a 
neighbourhood or in a village or a town or a city. We 
are in business to call back. Consequently it is 
to our own good, really, if we hear of any abuses by 
any of our dealers, that they are rectified very quickly 
as far as the customer is concerned, 

MR. SEDGWICK: Mr. Hawkrigg, in the 
case of your own company, Fuller Brush, I take it that 
the distributors are your salesmen, responsible to you, 
and they send in to you the money they collect? 

MR. HAWKRIGG: No. All the sales 
representatives of the Direct Sellers Association are 
independent dealers. They are not employees of the 


‘companies. 
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MR, LETHERBY: They buy your product. 

MR, HAWKRIGG: They buy our product 
at wholesale and then sell to the housewife at 
retail, 

MR, SEDGWICK: And in your case you 
fix the price? 

MR. HAWKRIGG: Yes. We have retail 
price lists and any dealer buys it at a discounted 
price, 

MR. SEDGWICK: I see. That is, the 
retailer probably gets 10, 15%, whatever it is? 

MR. HAWKRIGG: That's right, the normal 
percentage. And as far interviewing for dealers, we 
certainly try to screen these people. After all, they 
are representing our company. We get our share of 
bad ones, but we also try to weed them out, 

THE CHAIRMAN: You also have a 
training programme, don't you? 

MR. HAWKRIGG: Oh, yes, as far as 
product familiarity is concerned. 

MR. SEDGWICK: As to the cooling off 
period, as you of course understand, it would only 
apply to time sales. It has never been suggested that 
it apply to cash or’ C.0.D. sales, and you are probably 
aware that the English Act does fix a cooling off 
period which, as of January 1st, 1965, will be four 
days. Have you ever inquired as to how your other 
numbers in England have found that to work? 

MR, HAWKRIGG: No, I haven't personally. 


Of course all we can do is have a little conjecture here 


























eecree  - 
So gus fru? : Oa Te 

Se otiwarind ed of Pisa fan) Sar afaastode te 2 
.ttetet ie | 


: 


7 

y-43 

| Ms 

qiac WI 4 ar p¢ : 7 .* *! 72 a ay a 


eee | 


cooker add att Ia 


. 
I 
a2 
a a 
aa 
7 


| - 
camven Wii oY... Lite. ay _ 
BAgHinId4alD fu um caiseb vin bee Otetl sosag _ 
Ae Par \° | 
a 


-424.. ‘sat? wen Ml VOGAR fit OL 
Tek at t2vartorcw ,\ Ml gten yl dear, Mehages , z 
Doe Ono. .Jeeit a'cec 3c TaWAR RM aN 
OM .<fieleonw * yr: STS ee vial ts > Pte 2 gedeporedt i 1 = 
4 pee pila, wala Ow’, asa viol oo War -y cutaduse jal 
Hear a vive «hm / ," Gio Teo aio po peggy? aie ja 


sO Mell: it ots en dud gtonel bad eae = 


A Oven aaié | ARIK Aen E 
" - 
ae” J ob uniter yottey giao) 
: i 40 
& : : : an 
e BS HOY «l ae OO. iM _ 


repiue st ywitwitee we ue 
a . on a 
Pee ariloos ens of eh Ss mTVDOTe LAM Lee 


aa | 
| : Be Mito Ohvow Sf .fewoivdsw apeoe "Lo. wee Miley gaia! 









> 
7 


om Pee Perqegave wed xPyan ast IT rao e8 mkt ot wae 
ies « Sag Ste Fay hae yoeiea O.9 to need) ot stan ae 
| 9 Tie gntTood Bw xt fech toh ded Lat od Dede 
Bes tio ov LLM (BOR «tal ones ae 





















ANGUS, STONEHOUSE & CO. LTD. 


TORONTO, ONTARIO Hawkrigg 33 95 





as to what will happen. Really our main objection, 
quite frankly, Mr. Chairman, is the fact that we seem 
to be segregated out of all the business community 
with this particular type of legislation. This 

is what we find hard to reconcile, why pick on door-to- 
door sellers for this particular type legislation. Why 
not make it all conditional sales contracts? 

MR, SEDGWICK: Well you know that isn't 
unique, Mr, Hawkrige. 

MR, HAWKRIGG: I know it's not unique, 
but - 

MR. SEDGWICK: No, and it's not unique 
in this Province. For instance, if one has a brokerage 
office you conduct your business in the office but 
you are not permitted to go pogreee sds0e selling 
securities, There is a difference between those who 
sell at an established place of business and the people 
who do door-to-door selling because it does make an 
opening for the vicious and the disreputable, ne 
wouldn't want you to think that if door-to-door 
sellers were subjected to some special rule that would 
be unique, even in this Province. 

MR. HAWKRIGG: This could possibly 
be true, but one point I would like to bring out. This 
would definitely put door-to-door selling to a 
disadvantage in comparison with other types of 
merchandising. 

MR. SEDGWICK: Would you have the same 
objection if the cooling off period should be fixed as 


the period between the contract and delivery? I am 
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thinking of the point that you made on page 6 of your 
brief where you say: "On the other hand, the customer 
contracts to buy, receives the product, is permitted 
to unpackage and use it, and four or seven days later 
returns it and is refunded his downpayment". If the 
cooling off period were fixed as the period between 
the making of the contract and the delivery of the 
product would you have the same objection? 

MR. HAWKRIGG: This would mean then 
that if the person demonstrating has the merchandise 
with him -- 

MR, SEDGWICK: On that sale there would 
be no question, 

MR. HAWKRIGG: Oh no, it doesn't have 
to be a cash sale. He can deliver the merchandise and 
still take back a conditional sale. Would this get 
them out of this area? 

MR. SEDGWICK: No, then if there was 
a cooling off period, if the English Act were applied, 
the four days would apply even though the article 
had been ddivered. But if your salesman took the order 
and did not deliver until the cooling off period had 
expired, do you see any objection to that? Then the 
housewife would have a chance to talk to her husband 
when he came home and see whether it was within their 
budget to commit themselves for $200.00 for a new set 
of cooking utensils. 

MR. HAWKRIGG: Yes, I would object, sir. 
I don't know how familiar you are with door-to-door, 


Obviously you are not very familiar. That's why I am 




























ba bendrc shan oy ded danud ett Ae 4 
peneds -tuart taste ort a0". come ay eeente oad ; 
ied MMontuin od ahvievrs (toa ae mb BOS 
4 Wet ave caver oa ve hoes, 0! ato Batt @ygolesome ag 
ns ae) Snervanimet aie juetver a! 2p a2 ane 


i Seeviw Goes: «fF 4c. i! w bOo@oy 2ie patioge | 7 ~ 
7 a 


; oe Fi bd w a } aT » ’ 7c? , ij ai ? ‘ wi lied Siz t . 
nN = TreVsos*.a6 uwata \' avec vow bleee tein s 
ea 
= — . _ 
_ ment moor wivaw art. SHYT! a, 9 
7 . 
_ 
ie Peelnastswen sc esr ae og £ sol woe oi Dosa, Se 
o Lee nirw t 
mew Bade elas Isc Miele. 4a 
.ohteeny ia 
| t | I r ‘ 
5 i — 
© So ‘enkbaados aie =rts ifih. Ge 108. J1@80 @ @tors. PEP oe 7 


Meg ids Blecy 0: sotto 9 dee ening ee ee 7 


“) “odo seek an eee 

7 ms 7 to 

Bay ots “th a5 or IT eMiza AT at ie 

; . J pus” ma 

: wpe? fguap Stew YOR Heli avs 1". JPoObted «2 is ani{og9 . at = : € 
7 4 } os 

SAoists soe Nays asye viggt Kilite eye ee eee 7 : 






uae Sood nanasioe anvy: © ae hitrte vi bb oniped Bad) iS 





Diet heftsg To onifeca viet (ane aevtias “op hale el 
wi nen, Far’ oF elloo!.de yar den Boe ein am | 
a BAR@eUM TOM a0 sits? oy somuto er syel bhi aim 


jireone ebittry ary a2 “itor oa bat ith =e 
fey won s ‘ing OO, vos Tat say t Bip 


en pe 



















ANGUS, STONEHOUSE & CO. LTD. 


TORONTO, ONTARIO Hawkrigg S597 





Sitting here, What I am trying to do is suggest that 
-- Say you were the salesman and you sold Mrs. Smith, 
let's say it's a vacuum cleaner for two hundred-~odd 
dollars. You in turn then -- and you don't happen to 
have the vacuum cleaner with you -- you would then, 

in turn, submit your order to the company. The company 
will ship you that vacuum cleaner and bill you for it 
and then when you come to deliver it to Mrs, Smith, Mrs, 
Smith says: "No, I don't want that vacuum cleaner. 

I was downtown yesterday and I bought one at a certain 
store", Or, "I don't want it" -- period. Now you 

are an independent dealer and here you are -- you're 
sitting with a -- 

MR, SEDGWICK: I see yowrpoint, You 
mean it would lose some sales and in other cases you 
would have to make the sale twice? 

MR, HAWKRIGG: That's Tight. The 
point we also tried to make in this brief. I wish 
I had the figures. I'm sure no one does. Exactly how 
many, or what percentage, of sales that are made on 
a conditional sale or time basis, have proved to be 
unsatisfactory because of an overselling at the initial 
stage. I would venture to say it's very, very small. 

MR. SEDGWICK: I don't know percentage- 
wise, but it has been said that there have been certain 
door-to-door salesmen -- I don't think any of them 
are members of your Association -- who have sold and 
got negotiable paper and not delivered, or have delivered 
a product that was not up to the specifications and there 


have been a number of complaints. 
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MR, HAWKRIGG: I'm sure there have 
been, We certainly don't deny that it exists. We would 
question whether possibly it is a large percentage, I 
think, unfortunately, some of these things, if they 
get into the newspapers they tend to give the impression 
that just about all door-to-door selling is viewed under 
the same light, 

MR. SEDGWICK: That's true, the one 
rotten apple, 

MR, HAWKRIGG: That's right. 

MR. SEDGWICK: This is another question 
that you could answer. May we assume that where your 
members do sell on time they take the ordinary kind of 
a lien, that is they can repossess and sue for any 
deficiency or they can leave the article where it is 
and sue for the balance owing. Would that be so? 

DELEGATE MACDONALD: That would be so, 

MR, SEDGWICK: Yes. That would be so, 
I think that's all. Thanks. 

MR. HAWKRIGG: If I could just make 
one more point here, Mr, Chairman, With direct selling 
-- I don't know why it is but it always seems to be -- 
whenever I go out socially or otherwise, if anybody 
hears I'm from the Fuller Brush Company there is never 
a lack of conversation and there are always -- everyone 
has an idea of how we can improve our business. And 
this is good, because, let's face it, we are in business 
to improve. But the point I would like to make here is, 
normally at the coffee clubs that the ladies have each 


morning and afternoon, if you have got one girl on the 
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street who is dissatisfied with a purchase she has 
made from door-to-door, you have lost the whole street, 
We have come to recognize this for years. Consequently 
our organization, I would say all of the members of 
this Association, bend over backwards to make sure that 
if there is a complaint it is followed up to the complete 
satisfaction of the customer. Because, as I say, all 
you need is one girl at the coffee party voicing an 
opinion that she wasn't happy and the next time that 
dealer comes down that street he won't even get in 
the door, 

MR, SEDGWICK: Of course, really the 
Committee isn't concerned with you particularly because 
you sell for cash. 

MR. HAWKRIGG: Well, the reason we 
are concerned, of course, once again, is that it is 
getting into our area of merchandising. We feel that 
if the legislation does go through there are going to 
be numerous problems. We seriously doubt whether it 
is going to correct the evil that you are hoping to 
correct. We also would like you to recognize that we 
feel it is going to put us at a disadvantage as far as 
competitors are concerned, in our like products, 

MR, SEDGWICK: Thank you. That's all. 

THE CHAIRMAN: Mr, Whicher? 

MR. WHICHER: JI notice in your list 
of Association members here, fourteen. There must be 
many, many other door-to-door companies across 
Ontario. Why do you not have more members? 


MR. HAWKRIGG: Well, we try to get 
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members, We are the same as any other organization. 
We are looking for members all the time. There are 

a number of restrictions in order to become a member 
of this Association. The number one requirement, of 
course, is that it has to be a Canadian manufacturer, 
This is the most important. You then have to send a 
membership application to a membership committee that 
is made up from this Association and this membership 
committee then assesses whether you would be a desirable 
member of our Association due to your business methods 
and you past performance, 

MR, WHICHER: Well, take a firm like 
Encyclopedia Britannica. If they wished to could they 
join your organization? 

MR. HAWKRIGG: Well, they would have 
to submit an application, I don't know too much about 
Encyclopedia Britannica, whether they manufacture in 
Canada or -- 

MR. SEDGWICK: No, they do not. 

MR. HAWKRIGG: This would disqualify 
them immediately, I would think, if they bring them 
in from the States. 

MR. WHICHER: Looking over the list 
of your members, I have the feeling that these are a 
rather reliable group, quite frankly. We have quite 
a number of these people who are listed here as members 
in Appendix A call on small towns in the area that I 
come from, Quite frankly there are very few complaints. 
But there are many complaints about many people who 


call. Of course you realize that we have to look into the 
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whole crowd. I want to ask about this cooling off 
period again. Perhaps this isn't fair, because they 

are such large companies, but I must mention that 
Eaton's and Simpson's have a cooling off period, Either 
for cash or for eredit, 

MR. HAWKRIGG: I don't know. What is 
their cooling off period? 

MR. WHICHER: Isn't that right, Mr. 
Chairman? Don't they have a cooling off period? 

THE CHAIRMAN: Not that I am aware 
of; 

MR.,WHICHER: Well, you can send any- 
thing back that you want to, 

Mh aRELOLYtetlaey, Gonwt (ca ling, oa 
cooling orf period, 

MR. HAWKRIGG: If you are not happy 
with the merchandise you buy from these companies you 
can send it back. They will replace it. 

MR, WHICHER: They will take it back? 

MR. HAWKRIGG: And replace it. If it 
got to that point, yes, let's face it, We will try 
and replace it if it happens to be a mechanical defect, 
we will replace it with one that will work, 

THE CHAIRMAN: I think that's what 
Mr. Whicher is driving at. 

MR. HAWKRIGG: So I would say, in 
effect, if you want to call it a cooling off period -- 

MR. WHICHER: If the customer is not 
satisfied with the merchandise you will take it back? 


MR, HAWKRIGG: Yes, I would be unquali- 
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fied on that, I'm sure. If it was to the point where 
it was going to be, as far as the member company is 
concerned, a nasty situation both as far as advertising 
and company image is concerned, yes. 

MR. WHICHER: What percentage of 
companies selling door-to-door in Ontario would you say 
belong to your Association? 

MR. HAWKRIGG: I couldn't answer that. 
Possibly the secretary -- 

MR. WHICHER: Ten percent, or fifty 
percent? 

| A DELEGATE: That is almost impossible 
to answer, Mr. Chairman and Mr. Whicher. First of all 
you have to define how extensive is door-to-door selling. 
Do you include the bread man and the milkman and the 
insurance underwriter and so on? (Laughter) 

MR. HAWKRIGG: I hope he didn't hit 
below the belt there, but I think his point is what 
do you define, first of all, door-to-door? 

MR. WHICHER: Agreed. That's all. 

THE CHAIRMAN: Mr, Bukator, do you 
| have some questions? 

MR, BUKATOR: The gentleman from the 
Electrolux states that they add on 3/4 of 1% ona 
contract, that is an add-on to the cost of your $100.00 
machine. Would there be any objection to your company 
if you had that inserted in your bill stating that you 
add-on 3/4 of 1%? 
| A DELEGATE: Not at all. It is always 


quoted as a dollar figure and it is not included in the 
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price and it is always charged on the unpaid balance, 

May I add a little bit, sir? Our 
customers in some respects have up to 30 days before 
their first payment comes due. A contract is sent 
in and they don't have to pay until such time as they 
receive a coupon, sometime about two or three weeks 
after the contract reaches our office in Montreal. 

And generally if there is any change of mind, we usually 
know in that 30 day period. Another thing I would like 
to add is that we believe in delivering the merchandise 
at the same time as the contract, regardless of the 
amount of downpayment. This way the customer has 
something for her money. Maybe she has only paid $15.00 
but she has something for her money. That is one reason 
why we do not feel that a four day waiting period will 
add any protection to the customer, 

MR. BUKATOR: I might say that is the 
Same method used by other companies that have appeared 
before us. They put on 1/2 or 1/4 of 1% on the unpaid 
balance at the end of the month. You wouldn't object 
to this if legislation were to come into effect stating 
that you must put the percentage rate on your contract? 

A DELEGATE: Not at all, no. 

MR. BUKATOR: I feel, as Mr. Whicher 
does, that the groups that are here before us this 
afternoon are not the people we are really looking for. 
There are people who charge exorbitant amounts of money 
in their contract and not representing what the customer 
is getting. These are the people we are after. I can't 


quite conceive why these people ,can't understand why these 
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people object to the cooling off period because there 
are only three of your group, I guess, that have a 
payment plan or contract plan. you deliver the brush 
after an order, whenever the customer wants it. What 
would be wrong, in your opinion, since you have 
discussed it among your people, that you wouldn't want 
a cooling off period. You have mentioned it before 
but I'd like you to elaborate on it. 

MR. HAWKRIGG: Well, I think initially, 
particularly as far as the people who make the sale and 
the delivery at the same time, and there is a cooling 
off period, obviously they are going to have to change 
their method of doing business, I'm sure that you can 
all appreciate that changing your method of doing 
business is quite an expensive proposition, particularly 
when you get involved in door-to-door, People have 
designated areas for their dealerships. I don't know 
this much about Electrolux, but let us assume that it 
is a 40 mile territory. So if you have to gell Mrs. 
Smith one day and then go back four days later with 
the delivery, not knowing whether she is going to take 
LGeOl noc.  Lnis 18 "one Lavree problem, —£ think, 
particularly when these dealers have to virtually 
finance their own inventory, which is what we, as the 
company, as them to do. You get two trips in there 
where previously we had one. You lose his time twice 
where previously it was only the one contact. I think 
this is one of the larger problems -- and I think, as 
you gentlemen will appreciate -- the salesman's time 


right now, this is the most important service and 
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commodity we have as a company in this association. 
We want to save his time for selling, not delivering 
or driving in a car from Mrs. Smith's place on Thursday 
and going back on Saturday. This is our basic objection 
to it, along with, once again, although Mr. Sedgwick 
corrected me, that maybe we are feeling that we are 
being turned on because this is directed at door-to-door, 
But this is a big factor as well. I can just imagine 
now it will come out in the papers that a four day 
waiting period on door-to-door sales, selling to the 
public. Knowing the public, I would think this should 
apply to everyone. Once again, it would more or less 
indicate that the government is against door-to-door 
selling, which I think is a very important factor, as 
you can appreciate. Being a sales organization, morale 
ig: an awfully bia. thing in our business. I would doubt 
seriously, if I was a dealer, and saw legislation in 
the paper geared directly to my method of doing business 
-- I'd have one or two thoughts as to whether I was in 
the right business or not. 

THE CHAIRMAN: Don't you think your 
companies would adjust to that legislation? 

MR HAWKRIGG:s Oh, 2 think youncan 
adjust to anything if you have to, Mr. Chairman, 

THE CHAIRMAN: Mr, Lawrence? 

MR. LAWRENCE: I take it from your 
last remarks that if this type of legislation was 
introduced -- if it was introduced right across the 
board to all conditional sales contracts, that your 


Association then would have no objection to it? 
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MR, HAWKRIGG: This would be the 
lesser of the two evils, yes. 

I would like to get back once 
again to this brief here where I mentioned consumer 
education, because this is our business. We are much 
more aware of it, possibly, than you members are, but 
the Better Business Bureau and the Chamber of Commerce -- 
I think it is once or twice every day you hear over 
the radio "Beware", I think they are trying to make 
the consumer conscious of the fact that there are these 
fly-by-night type operations going around and certainly 
you can read about it in the paper, I just wonder if 
we could possibly defer the suggestion of any type 
of legislation and just see if this type of education 
programme is going to do any good, as far as you 
people are concerned, 

MR. LAWRENCE: So it may be skeptical 
that that is the only answer -- that's the problem. You 
admit there is a problem, especially in the door-to-door 
selling field and I assume that you recognize that 
legislation usually is drawn to enforce penalties 
against a minority no matter what kind -- murderers or 
door-to-door sellers. The problem is there, We are 
searching for an answer, Just plain education of the 
public isn't enough, as perhaps some of your own 
members appreciate and recognize. This is what we are 
faced with as legislators. Here is a problem -- and if 
one solution isn't the whole solution, where else do 
you go, what do you do? 


MR. HAWKRIGG: You say there is a 
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problem -- I don't want to get into the point of the 
examiner here myself -- but do we know how large the 
problem is? 

MR. LAWRENCE: It doesn't matter 
whether it's one-tenth or one-one hundredth or one- 
eighth of one percent. If the problem is there and 
enough people,even if it's a small percentage, are 
being rooked, then they come to the government, you 
see, for rectification of their problem. It doesn't 
matter what percentage of murderers there are in 
Canada today, it's obviously a minority of the 
population, but we have to have laws to prevent it. 
And this is our problem, There is a lot of monkey- 
business going on in the credit field and as your 
members well know there is a lot of monkey-business 
going on in door-to-door selling. Now it's to your 
advantage especially to get the situation cleaned up. 
You represent the more valuable and worthwhile people 
in the field. I'm rather disappointed -- not that you 
take this stand on a waiting period, because personally 
I'm not sold on this waiting period either. But the 
problem is there and we have got to find a solution. 
You are decrying a solution that has been presented to 
us, but you are not offering another alternative to us. 

MR. HAWKRIGG: Well, of course, the 
alternative we were trying to suggest, and the only 
one, unfortunately,that we can suggest at the moment 
short of legislation going into effect that the four 
day waiting period applies to door-to-door except 


-members of the Direct Sellers Association, which is a 
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thought. (Laughter) 

MR. LAWRENCE: It would increase your 
membership, 

MR. HAWKRIGG: I'm sure it would, it 
would enhance our standing, I'm sure, 

MR. LAWRENCE: I'm curious. In your 
code of ethics you talk about sales methods, represent- 
ations, etc., and yet there is nothing in there 
regarding actual credit, consumer credit, or sales 
methods. You are a big organization, you come along 
to us with suggestions regarding the consumer credit 
field, it obviously concerns you and yet you don't 
have anything in your ethics about it. 

MR, HAWKRIGG: Consumer credit? 

MR. LAWRENCE: Yes. Would one of 
your organizations, or one of the companies in your 
organization, for instance, be disciplined if it 
encouraged its salesmen or independent dealers, or 
whatever it is you call them, to sign chattel mortgages 
and conditional sales agreements in blank, for instance? 
Is this encouraged by your Association? Or is this 
something you would discipline a member for? 

MR. HAWKRIGG: Well, if this became 
prevalent there would definitely be discipline involved. 
I would suggest that the reason that we don't even 
mention credit in the code of ethics is that basically 
we are in business to sell the product that we manu- 
facture, And if by extending credit it is going to 
help to sell the manufacturer's products, fine. But 


basically our business is to sell the manufacturer's 
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products, 

MR, LAWRENCE: Yes, but part of this 
business of selling their goods also is consumer credit. 
I was just wondering if this was an intentional 
omission or not, in your ethics, because there seems 
to be nothing in there about it. 

MR. HAWKRIGG: Well, I'm suggesting 
it was quite unintentional. 

MR. LAWRENCE: This business of the 
independent dealer gets me too, especially when you 
talk about being able to return goods within 30 days. 
Therefore, in effect, you have a waiting period at 
the moment. This is the implication you leave with us, 
at any rate. How does this square with the story of 
the independent dealer who orders the vacuum cleaner 
from the parent company and then goes to leave it 
with the customer only to find the customer has changed 
his or her mind. Are you telling us that that dealer 
cannot then return the goods to the company? Are they 
that unscrupulous with their dealers? 

MR. HAWKRIGG: I will ask Mr, Electrolux 
if he will answer that one for you, What is the 
Electrolux Company policy? 

ELECTROLUX DELEGATE; The dealer is 
independent in that he is not an employee of the 
Company, he is a commissioned salesman. (Next few 
sentence inaudible). He is responsible for returning 
the merchandise or returning a Signed contract and 
the amount of money he collected in cash or the 


downpayment. If he has to repossess at some later date, 
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he returns the merchandise to us and we buy the 
contract from him and the merchandise is ours. He 
is never stuck with the merchandise, It always comes 
back to us. It is our contract in which the customer 
has all the assurances of the guarantee and the 
service and all the benefits of our organization 
right across Canada. 

MR, LAWRENCE: So the story about 
the dealer who arrives at the doorstep with the vacuum 
cleaner only to find the woman has changed her mind 
and therefore he is stuck with the vacuum cleaner, is 
a non-existant story? 

ELECTROLUX DELEGATE: Well, we have 
financed him and he has to pay the thing. Just as 
any finance company, in a sense, we will take back 
the merchandise that we finance ourselves. But I 
should say that any machine that is delivered even for 
only one day in a customer's home, automatically 
becomes used merchandise and is sold as such, Our 
products are not resold as new merchandise or 
reconditioned merchandise. They are reconditioned, yes, 
but they are sold and the customer receives a letter 
telling her it is repossessed merchandise and it is 
sold at a reduced price. That's another problem with 
a four day waiting period, that we are faced with, 
(next words inaudible) -- 

MR. LAWRENCE: I can see some of your 
problems, sir, but in regard to the Electrolux Company -- 
exactly Electrolux (Canada) Ltd. -- do you not have a 


subsidiary company in Montreal? 
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ELECTROLUX DELEGATE: Yes, we do. Our 
factory and home office is in Montreal. 

MR, LAWRENCE: Is it not a subsidiary 
company, though? -- that does the financing? 

ELECTROLUX DELEGATE: No. 

MR. LAWRENCE: It is Electrolux (Canada) 
Beds ao Lue 

ELECTROLUX DELEGATE: Yes. 

MR, LAWRENCE: And is it just because 
it is a Montreal-based company it has no relation 
to the laws regarding conditional sales in Quebec 
as it is in a Montreal-based company -- that you know 
of? I mean if you sell something here and you take 
back a conditional sales agreement here in Ottawa -- 
in effect the customer is entering into this agreement 
with a Montreal-based company, isn't that true? 

ELECTROLUX DELEGATE: Well, in effect 
they take it with the dealer who then signs the 
contract and transfers it to us to finance. 

MR. LAWRENCE: Yes, but that company 
is a Montreal company, a Quebec company. Is this 
solely and simply because your head office is in 
Montreal? Or does it have any relation to the 
conditional sales laws in that Province? 

ELECTROLUX DELEGATE: No, not at all. 
Actually the first Electrolux office was opened in 
Toronto, to give you a little background, and moved 
to Montreal because it was felt that being close to 
the factory in Montreal --(rest inaudible) 


MR, LAWRENCE: Right. Now as I under- 
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stand the Electrolux Company policy at the moment, the 
dealer takes out the machine to a prospective 
customer and he is not allowed to leave that machine 
with the customer unless he has a signed contract; is 
that correct? 

ELECTROLUX DELEGATE: That is quite 
true, (Rest inaudible) The contract is signed as a 
receipt for the delivery of the machine in which is 
specified the amount of downpayment he will ultimately 
get one week from today or tomorrow, but he holds 
that contract in his pocket during which time, of course, 
he remains responsible for that machine. 

MR, LAWRENCE: The machine though -- 
you will not leave a machine with a housewife, not 
' even to allow the husband to see it in the evening, 
unless a contract has been signed; is that not right? 

ELECTROLUX DELEGATE: Oh, yes, he 
would leave it overnight. 

MR. LAWRENCE: He would? 

ELECTROLUX DELEGATE: Oh, yes. 

MR, LAWRENCE: It is not the policy 
to your salesmen, or to your dealers, excuse me, to 
indicate to them not to leave this unless -- 


ELECTROLUX DELEGATE: No, it's no hard 





25 and fast rule. Many times they will leave a machine 
26 ||there because it's a good reason for them to go back 
and meet the husband in the evening. (Rest inaudible) 
We advocate that as many as possible of the contracts 
be signed by the man of the house. I would say a very 


large percentage of our contracts are signed by the 
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man. A man may canvas in the morning but he makes the 


Sale generally in the evening when he goes back and 
both the wife and the husband are there, 

MR, LAWRENCE: How about contracts 
signed in blank? Would your company take a hard view 
of this? 

ELECTROLUX DELEGATE: Well, they 
wouldn't come to us that way. We would take a hard 
view of it for sure, 

MR. LAWRENCE: But you are not 
responsible to them if they do? They are independent 
Dealers. 

ELECTROLUX DELEGATE: You mustn't 
forget, the contract that comes into us is processed 
and then the customer receives an invoice and 
immediately if there is any difference between her 
copy and our copy -- and we tell her to notify us 
if there is any difference -- and we rectify any 
Hifference; 

MR, LAWRENCE: But doesn't the contract 
come from Montreal though? 

ELECTROLUX DELEGATE: (Inaudible) 

MR, LAWRENCE: Therefore it is your 
company's policy to give a copy of the signed and filled 
in agreement to the customer at the time he is in the 
house? 

ELECTROLUX DELEGATE: Yes, immediately. 

MR. LAWRENCE: Thank you. 

THE CHAIRMAN: Mr. MacDonald? 


MR. MACDONALD: Mr, Chairman, there are 
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two or three questions I would like to ask by way 

of clarifying the present procedures of this group 
and then get down to the nub of the thing as I see it. 
One is, maybe not too important but I was a bit 
curious, how many of your organizations do not have 
what might be called fixed retail sale prices? us 
think the gentleman from Electrolux said that in that 
company and some other companies that they can fix 
their own retail price. 

MR, HAWKRIGG: I couldn't answer that, 
Mr, Chairman, 

ELECTROLUX DELEGATE: Speaking for 
ourselves, there are suggested retail prices. I don't 
mean that we fix the price, but we have a suggested 
retail price, 

MR. MACDONALD: If I may put this to 
the Secretary -- is he in a position to indicate how 
many of the companies, in effect, leave complete 
flexibility as to the retail price? 

A DELEGATE: I don't know the practice 
of the various members, no. 

MR, HAWKRIGG: I would like to suggest, 
Mr. MacDonald, that the majority, if not all of them, 
would presumably have suggested retail prices, 

MR, SEDGWICK: Would it be true that 
you suggest a retail price and are afraid to fix one 
because of the Federal Resale Price Maintenance legis- 
lation? 

MR. HAWKRIGG: Of course, I am speaking 


once again for our company. I have never heard of that. 
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But presumably when we are talking -~ the sales of 

the Fuller Brush Company average three or four dollars 
per sale -- we do have suggested list prices;if the 
dealer wants to shave the price a little bit, in 

other words, so he can get his own sale, then this is 
up to him, 

MR. MACDONALD: He, in effect, is 
shaving his commission? 

MR. HAWKRIGG: That's right. He buys 
at wholesale and he is expected to get retail. If he 
wants to take something less, then -- 

MR. MACDONALD: The second point: 
What is your present procedure if you have made a sale 
and you come back and deliver the goods -- whether it 
is the Electrolux or what you sell -- and the person 
says: "I'm sorry, I've changed my mind. I don't 
want it”, What do you normally do? They presumably 
have signed the order to begin with, it may be either 
an order or it may be -- 

A DELEGATE: (Inaudible) 

MR, MACDONALD: What, for example, 
in the Fuller Brush Company? someone gets an order 
and you come back to deliver a week or two weeks later -- 

MR. HAWKRIGG: Which is the normal way 
that we do our business. Then if the lady doesn't 
want it she doesn't want it and that's all there is to 
it. The dealer then has the privilege or returning 
the product to us, but because we are talking such a 
small sales value, the dealer will then try to sell 


that product to Mrs. Jones. 
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MR. MACDONALD: So you, in effect, have 
a waiting period now? 

MR, HAWKRIGG: Oh, well, ourselves, we 
take the order and then a week or ten days later 
deliver it. 

MR. MACDONALD: But as I say, you, 
in effect, have a waiting period in your practice. 

If he has changed his mind you don't sue him or -- 

MR, HAWKRIGG: That's right. We, 
aS a company, have a waiting period. 

MR. MACDONALD: But in the instance 
of Electrolux, for example, you deliver directly at 
the time of the sale? 

ELECTROLUX DELEGATE: We deliver 
directly, yes. (Rest inaudible) 

MR, MACDONALD: Why would it dampen 
the enthusiasm of the Electrolux salesman any more 
than it would many of the other direct selling companies 
who, aS a practice, deliver at a later date? 

A DELEGATE: (Inaudible) We don't do 
this. We deliver at the time the contract is completed, 
If the salesman has to go back after the contract is 
signed, in essence, that's another call. 

MR. MACDONALD: But in effect your 
business procedure, I mean your argument is that you 
would have to come back twice. All I am saying is that 
then you would have to do what many of the others are 
doing as a general practice, come back the second time. 

A DELEGATE: (Inaudible) 


MR. MACDONALD: How widespread would be 
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the practice, for example, of your salesman, on his 
own ititiative, coming back for the first downpayment 
after payday? 

A DELEGATE: Not very. 

MR. MACDONALD: Very small. 

A DELEGATE: The downpayment is 
usually taken at the time of completing the contract. 

MR, MACDONALD: Well, Mr. Chairman, 
I wonder if I can move to what is the real nub of the 
thing here. The thing that puzzles me in this brief 
is that -- I was once a salesman myself, in my youth -- 
Fuller Brush -- 

MR. HAWKRIGG: Were you fired? 

MR. MACDONALD: No, I wasn't fired, 
(Laughter), And it's significant that 30 years went 
by before they started investigating the field too, 
after I had been in it. (Laughter) 

But the thing that puzzles 

me about it is that as I look at this list of companies 
there is no problem. I may be being a bit broad in my 
statement because there are some of them I don't happen 
to know. But as you read Watkins, Fuller Brush, Avon 
and so on, I don't think there is any problem with 
them. In fact some of these are institutions in the 
rural life of Canada, as I have known it. These men 
travelling around are almost as much of an institution 
as the church in the village. So I don't think there 
is a problem there. The thing that disturbs me about 
your brief is your tendency to, in effect, suggest there 


is no problem, because you people are doing business in 















fet io tims a8 6 Se ior ee 


oro ihe 
i pies 


| ate ‘has jy sad ast Yaad arts 
. * 


ae -utehy ‘loll STM BREe A 


| es . 


me Piems yte¥ ~ (UUAAlt |, pO 

















Gb Fiiedsdawel) sat | fae SRR sh 


panevonar Mis Site land Ie en®?.oqdt t6 ele ei inway : 


saerinee? pat) ifaw  «iceWaoky Px 7 & 

= ey to gun last Sd) 6 thtw od sve gay TRE Sebace 2 -ee 7 

ra’ A 

7 Sehid efi at (a welesut Sete ante oat ete ea ie A 
& | 

9 ‘Gmpelng & cowed aw TD se DRAG BE ORF 

w= Keun cor ioe Pst ae 

‘ : 7 

ent? ny. ate MTA, FM > PSE | 


: F. : amie 
Reel a shale: | 7A ORL OAM, A Bf 


PRY: °56 hito Seg iwogs ay Sat Bee . Orgateigennt) yel 7 
7 


40 SFSLo fo ohMwihiSeee? pateein word epetet we ses “ 
lsottbeat) Moe) od Se ar : 
Mefeede Vent actAd ede gia = = ae | : 





a ui psec te dnhT win’ 20 aod? Tae seh et) 42 ape oa 





A re Deoig. ti. «4 ye “Gf @imeart re finite ot es ertad? fore 






a ewiar 70h . gadg \- vin’ Sie mivd?) saga tionsiage | s. 





VA (iia sh Le’e natu del brow woE Ra SHR lyMaiel am 








ditkw metdora wr int ered sins. TM? Tae ow wine fx 
tame th ceo dudionel «(= «pend i6 sinha tk toad ch mene 
nSal saad? 3b tears’ est I 68> oo 
7 p a Mav To dowd es sn 













ANGUS, STONEHOUSE & CO. LTD. 


TORONTO, ONTARIO Hawkrigg 3418 





an ethical way. For example, you say on page 5 in 
paragraph 10(b) "It is our view that the case for 

a 'waiting period' has not been proved," And on 

page 19 you add: "Again we reiterate our view that 
the most effective method of stamping out unscrupulous 
merchandisers is through consumer education", Well 
then I say just as a statement -- and I'm not asking 
you a question here -- but I think the case has been 
proven solidly, and I think the fact that this 
Committee is sitting is evidence of the fact that the 
case has been proven solidly. it's mot for you people, 
Lots sLorsothers: inathetiield, sand iiurthermore it has 
been proven solidly because it is my guess and 
assumption that most people don't agree with you, 

that we are going to cope with the problem by consumer 
education. Because consumer education may reduce the 
group of gullible people, the people who are susceptible 
to a high pressure salesman, a bit, but it is not 
going to remove it. And this is our problem, 

If I may say so, the thing 
that disturbs me about your brief is that it is a good 
one, coming from companies who aren't really creating 
the problem, but if you ignore the problem or grossly 
minimize it and you come up with no solution except a 
solution which I think is not an acceptable solution 
in terms of coping with the problem -- long term 
education. 

Now if it is possible,and you 
through out the idea, and it had gone through my mind, 


to exempt those who are in this company -- for example, 
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I'm curious as to why a wide range of door-to-door 
selling, and companies that have been in the field 
for a considerable length of time, haven't joined 
your organization. Is it because your code of ethics 
is such that they don't feel that they can live up 
to it and they want to operate ina freer, higher 
pressure fashion? 

MR. HAWKRIGG: Well, could you give 
me an example of a firm that you are thinking of? 

MR. MACDONALD: Well, there is a 
lot of them that are selling siding, there is a 
lot of them selling cleaners like Electrolux, 

MR, HAWKRIGG: Are they Canadian 
manufacturing companies? 

MR. MACDONALD: Whether they are 
Canadian manufactured or not is not really the 
problem, You have restricted your companies to 
Canadian manufacturers. Now by that decision, fine, 
This is your privilege. But this doesn't meet our 
problem because we are trying to devise legislation 
to protect people -- it may be made in Japan, anywhere. 
In other words you come up with no solution and you 
minimize the problem and you come up with no solution 
ComLt. 

Now, Mr. Chairman, the only 

comment -- and I really have no questions to ask ~- 
I have one question, as I look at it. My only comment 
is, though, that I think if you are sincere about this 
waiting period, as you suggest, (a) you have got to 


recognize the problem is much bigger than you are 
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Suggesting and come up with an alternative solution 
because I don't think the public and I don't think 
this Committee is going to tolerate the existing 
Situation. And to suggest, as you do in your paper, 
that there is no contemporary legislation -- I don't 
know how you meant that, but the conservative 
government in Britain just passed one and they are 
ardent supporters of free enterprise. Because they 
felt that they had to cope with the problem that 
exists with the fly-by-night operators. 

For example--if you want the 
background to it, it was the labour government that 
raised the problem before the '59 election, (Laughter) 
and the conservatives set up the Molony Commission 
and four years later we got the solution. It was 
the conservatives who put it into effect. 

For example, Mr. Chairman, 
on page 5 -=- may I ask a question, "In our view 
it would do nothing to eradicate the fly-by-night 
operators or outright frauds who are an anathema to the 
ethical business man.” I just can't understand how you 
would make that statement. Now my question would be, 
what do you mean when you say there are too many 
ways for an unscrupulous person to set around it? Would 
you enlighten me? How would an unscrupulous person 
get around a four-day waiting period if this would in 
effect give the housewife a chance to ae down and talk 
it over with her husband and not be subject to a 
contract they didn't want? 


MR, HAWKRIGG: Well, Mr. MacDonald, not 
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being an unscrupulous operator I am sure I can't give 
you all the ways and means, but I would think that 
to my knowledge the people who are abusing the door- 
to-door method, the bulk of complaints that I have 
been able to read up on -- let's say home improvements, 
The fraud that is involved there normally is the 
fact that the money is taken at the time and the 
person never does come back to make the home improvement. 

MR. MACDONALD: Well there are 
ramifications to it, the quality of the product put 
in, that the paper is sold to a company and the 
company doesn't care anything about what is done, all 
they want to do is make the collection. There are 
many -- 

MR. HAWKRIGG: Yes, I'm sure there 
are too, but I don't know what proportion we are 
talking about here, This is what we are suggesting 
here, First of all on the type of fraud that is 
involved, where the merchandise is never produced and 
the money is taken at the signing of an agreement or 
a contract or whatever it is -- this is one area that 
this is not going to stop. Another area -- particularly 
if it's a fly-by-night operation -- they take the 
downpayment and they never do show up. This is a 
second ramification. A third one can be -- all right, 
they deliver a piece of merchandise,then the lady 
decides she is going to cancel out, where does she send 
the notice? If it's fly-by-night, the chances of 
there being a head office are very small. 


MR. MACDONALD: Aren't you giving me 
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avery magnificent case for a waiting period? 


MR. HAWKRIGG: Not really. I'm 
suggesting that the waiting period is not going to 
stop this type of thing. 

MR, MACDONALD: If there is no 
downpayment, if there is no delivery of goods, 
nothing until the end of the four day period, so 
then and only then does the contract become valid, 
haven't you given a full chance to the consumer to 
review the situation and become free of being 
victimized by the fly-by-night operator? 

MR. HAWKRIGG: Normally the money 
does go on the first contact. 

MR. MACDONALD: Well it may not 
necessarily be under a four-day waiting period. There 
may be a contract signed but no payment made until 
the four-day waiting period is over. That might be 
the law. 

MR, HAWKRIGG: One other interesting 
thing that I would like to have answered. I don't 
know how far you have gone into this. What actually 
is going to be an effective cancellation of the order? 
Is it a telegram, a phone call to the general manager 
or what is an effective cancellation? 

MR. MACDONALD: I think your point is 
well taken and I don't know as we have yet considered 
that. What is it in Britain? 

MR. SEDGWICK: It's a long section. 
There is a section in Britain which this Province 


could either adopt or adapt. I don't think it presents 
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any great difficulty. 

MR. HAWKRIGG: But in the signing of 
contracts after a sale has been made, because it 
happened to be a direct sale, is the problem really 
in the financing of the sale that was the result of 
a direct sale? Is this the major area? 

| MR. MACDONALD: No, it's in mis- 
representation, it's in high pressure -- a lot of 
temtimony is going to come in the next two or three 
days that I hope will clarify it. I would say to 
you without any fear of contradiction that once a 
week, regularly, and this means that I get it once 
a week -- there are a hundred cases or a thousand 
cases that I don't hear of within my own constituency -- 
of people who provide me with evidence of having 
been victimized by door-to-door salesmen. This is 
a major problem. I don't want to make speeches here, 
Mr. Chairman. The only point I would make, as a 
general proposition I am convinced that if we could 
come in with something that would catch the door-to- 
door salesmen, the people who are going to benefit most 
are you because you are ethical operators, and you as 
door-to-door salesmen, your reputation has been 
smeared by the unethical operators in the field. You 
are the people who should be most interested in an 
effective solution to this problem. And you would 
benefit from it most, I would think, 

MR, HAWKRIGG: Well we certainly have 
a common cause here and we certainly acknowledge the fact 


that there are abuses, Mr. MacDonald. The thing that 
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was concerning us was when we see this type of legis-~ 
lation that is being proposed -- I don't have the 
answer. lI wish I did have the answer. But the 
unfortunate thing that we can see is that there is a 
net there that, unfortunately, we feel that we are 
going to be caught up in and we are down here and 
all we are trying to do is give you our opinion as 
to what we think this legislation is going to do as 
far as we are concerned, There is certainly no 
quarrel that any legislation that is going to stamp 
out the fly-by-nighters -- heavens we would welcome 
that with open arms. 
MR. MACDONALD: I am hesitant to speak 
on behalf of this Committee, but I'll speak on behalf 
‘of myself, certainly if we are going to create a net 
will reduce it's application to the ethical operator 
to the absolute minimum, This I am certain is the 
intention of the whole Committee. But I don't think 
we can ignore the great deal of door-to-door selling 
where there is unethical practice, 
MR. HAWKRIGG: We thought it might be 
a little bold if we suggested that the legislation 
came in with the wording excepting the Direct Sellers 
Association, and this is why it was not proposed as a 
solution. But if the Committee would consider it I 
would like to recommend it, and I'd write it in right 
at the bottom of this brief, if you like. 
MR. LAWRENCE: The waiting period 
wouldn't effect the way your company is operating at 


the present time, would it? 
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MR. HAWKRIGG: No, it wouldn't effect 
a number of the companies actually, Mr. Chairman, but 
it would seriously, I think, effect three of the 
members of our Association and I think that you 
gentlemen can appreciate that as an Association we 
pretty well have to come up with a uniform front 
as to what our position is going to be. 

MR. MACDONALD: Which are those, the 
ones that deliver right when they sell the contract? 

MR. HAWKRIGG: That's right. I can't 
minimize really the effect of having to change that 
type of selling to a call-back four days later. I 
don't know how many of you are salesmen but call-backs 
are just complete wastes of time. You don't make any 
money and your family doesn't benefit whatever. 

THE CHAIRMAN: Has your Association 
given any thought to some form of licensing requirement? 

MR. HAWKRIGG: There are municipal 
licensing requirements, as I am sure you must be aware, 

MR, LAWRENCE: And provincial -- 

MR. HAWKRIGG: Well, and municipal 
as well. 

THE CHAIRMAN: You don't think there 
is any solution in that area perhaps, to this problem? 

MR, HAWKRIGG: Well, I think if you 
get into licensing -- depending on whether it would 
be metal plates, like a credit card -- I would doubt 
that it would be effective. 

THE CHAIRMAN: Mr. Kerr? 


MR. KERR: I was wondering, Mr. Hawkrigg, 
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if you know of any members of your Association who 

in the promotion of their products deal in any type 

of bonus set-up or contest? Ostensibly a lot of 

these salesmen who go from door to door, they try 

to convince the consumer that they are giving something 
away for nothing. In other words, the ladies convince 
their neighbours to take part in some sort of a 
contest. The original customer may end up with a 

free vacuum cleaner or something like this. Now this 
may be by way of a certain type of certificate or 
something like this. The salesman goes to the door 
with a sample vacuum cleaner that will eventually 

be theirs, a contract is signed, the vacuum cleaner 

is taken away, and after they get a certain number 

of their friends signed up in a contest, then they 

are delivered a machine which is usually a much 
cheaper one than the original one. The customer is 
obviously doing a lot of work for the vacuum cleaner 
company and ending up with a lot of trouble and a poor 
machine. Do you know of anybody in your Association 
that does that? 

MR. HAWKRIGG: Well, I can't speak 
for all of our member companies, but I would seriously 
question if there were any type of promotion geared 
to that aspect. I mean, we all have inter-company and 
dealer promotions, but this is on certain sales 
achievements and we offer prizes directly to the 
dealer. We do not offer any incentives to the customer 
as such, although I believe when you get into these 


party plans -- this is foreign to our type business, but 
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Tupperware operates on a party plan -- I don't know 





if any of our other members do or not. The only 
incentive, to my knowledge, on the party plan is 
the fact that the person who has the party in her 
home receives a certain percentage of the sales that 
are made on that demonstration. I would seriously 
doubt if we have a member who would exhibit a first- 
class piece of merchandise as a prize to a consumer 
for achieving certain things and then deliver something 
quite different. 

ELECTROLUX DELEGATE: As far as 
Electrolux is concerned, Mr. Chairman, we frown on 
anything of that kind. Anything outside of our 
contract is not binding on the customer. (Rest of 
statement inaudible). 

MR. KERR: I am talking about the 
Salesman who has a contract which is, in fact, the 
customer is taking part in a contest. There is an 
actual contract to this effect -- you are going to get 
so many people and then you will get a free machine. 
This is quite prevalent in the cosmetic field, isn't 
it? These women in the neighbourhood end up as sort 
of sub-agents for some houses. Encyclopaedias, and 
magazines, of course, which I sold as a youngster -- I 
know for a fact when you go door-to-door to sell 
magazines, you are not selling magazines, you are trying 
sell a customer to win a contest or maybe (rest 
inaudible). 

MR. HAWKRIGG: Well I think you maybe 


might sell one brush to go back to college, but when 
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you came around again three weeks later, I don't know 
what your story would be then, Mr. Kerr. Every 
dealer has his own pitch and he can use working his 
way through college, as you have quite successfully 
selling magazines, I'm sure he will use it. But I 
would say this is not the normal presentation, as 

far as our member organizations are concerned. I 
think the initial knock on the door, and when the gal 
comes to the door you say: "I'm Mr. So-and-so of 

the Fuller Brush Company or Avon Company” -- there is 
none of this ten minutes to find out who you are 
representing. 

MR. KERR: Would you say that this 
type of selling was basically dishonest? 

MR. HAWKRIGG: What? 

MR. KERR: This thing, the contest 
or the gimmick type of selling? 

MR. HAWKRIGG: Well, what do you mean 
by gimmick -- you mean a good vacuum cleaner and then 
substitute a poor one? 

MR. KERR: No, the idea that the 
customer is going to get something for nothing by 
taking part in a contest, regardless of what the 
merchandise is. Would you say this is basically 
dishonest, this type of approach or pitch? 

MR. HAWKRIGG: Well -- 

MR. MACDONALD: That's not a fair 
question. 

MR. HAWKRIGG: All I can say is that 


the prize could be a first-class prize and you can get 
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good volume out of it, and everybody's happy, I'd say 
Yes, that's a good contest. We don't do it. 

MR, MACDONALD: No more dishonest that 
green stamps. 

MR. ROWE: Gentlemen, I think we have 
quite a reliable group of men presenting a brief here 
today. Before someone asked about licensing. I do 
think they would improve their rating if they did 
have all their salesmen secure licenses. I have been 
in the retail business for 45 years myself and I know 
what it is to sell and I know how you can have to sell 
it a couple times too, as far as that's concerned. 

By and large anybody who is selling anything wants 
to see their customers satisfied and I can see that 
these firms do want to see their customers satisfied. 

MR. MACDONALD: We've got the good 
buys in and we are asking them for advice as to what 
to do with the bad guys. 

MR. ROWE: One question that maybe 
Mr. Hawkrigg can't answer but Mr. Electrolux probably 
can. You charge 3/4 of 1% per month on the unpaid 
balance. Do you feel that that percentage covers 
your cost of credit? Other businesses like Eaton's 
and Simpson's and so on figure that about 16% is the 
average or break-even point. Anything less than that 
and they are burying some of the cost of credit in 
the cash price of the product. Do you feel that 3/4 of 
1% covers yours? 

ELECTROLUX DELEGATE: I would say, yes. 


There is a question of subsidization there because of 
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the effort the man has to put into direct selling. 
(Rest of statement inaudible). 

MR. ROWE: You don't feel that any 
of your costs of credit are buried when the purchaser 
pays cash? 

ELECTROLUX DELEGATE: (inaudible) 

MR. ROWE: Do you investigate the 
credit rating of all your customers? 

ELECTROLUX DELEGATE: No, we don't. 

MR. ROWE: You just -- no matter what 
they are, yourrun thatvrisk? 

ELECTROLUX DELEGATE: (Inaudible) 

THE CHAIRMAN: Mr. Letherby? 

MR, LETHERBY: «Mr. Chairman, I haven't 
many comments to make other than those that have 
already been made by various members of the Committee, 
I am in agreement with the other members of the 
Committee that such reputable firms as Fuller Brush 
and the Watkins people, Avon and so forth, these 
people have proven over the years that they have a 
high code of ethics in business, a good product 
that is well received and well liked. I can't see 
where there should be a great amount of difficulty so 
far as your’ firme?are’ concerned,Pinv this’ respect .vally 
wife likes Fuller Brush and Avon products. IfaFuller 
Brush man comes to our door and she needs some items, 
she orders them and on his next trip she receives them 
and pays for them and is thankful for them. And as a 
rule the Avon dealer in your community is a woman who 


probably is your neighbour for a good many years, 80 
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that you know their product, you order them, you pay 
for them, But I think what the Committee is trying 
to get at are these people who are outside of your 
set-up, and who are down-to-earth robbers. (Laughter) 
MR, REILLY: Well, Mr. Chairman -- 
MR, LETHERBY: Excuse me -- now this 
goes back to the fellow who put on the bad siding 
that you told us about. Now I'm thinking of a case 
in our area -- not recently, this would be two or three 
years ago -- before this Committee was conceived. 
Take a widow who is living in a more or less older type 
of house and two or three men invade the village and 
they are supposed to be masons, chimney masons. They 
stand back and say: "Look, those chimneys are rotten 
and are going to fall down before the winter is over 
and you will be asphyxiated if you don't have them 
attended to now. Now, we are experts". Well, she's 
a gullible person, like a lot of simple people, so 
they say: "We will make an inspection of these 
chimneys", and after they run around the roofs and 
peek down and shove some old oily rags in them and 
light a fire and get lots of smoke coming and going 
and then say: "Those chimneys are faulty. We would 
like to have the opportunity to prepare them for the 
winter. We can't state what the bill is going to be 
because we haven't undertaken the work." But they 
say they will do it as cheaply as possible and she 
figures maybe $20.00 to fix up the chimney, They run 


around the roof for three or four days and put a little 





red paint on it and cap it, and it's $450.00. Then they 
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appear at the door, and they are husky men, and she's 
not in a position to give them arguments. And shel 
pays for it. That's the type of complaint, that's 

the type of situation I think we are trying to correct 
here, Not the splendid type of business you people 
are doing at all. But how are we going to get after 
them? 

THE CHAIRMAN: Do you have any 
comments on the brief? 

MR. LETHERBY: I thought the brief 
was very excellent, I can't see why for one moment 
you people would hesitate to go for a waiting out 
period. For the most part your products now have 
ten days before delivery and no argument. If the 
housewife has run out of money in the meantime and in 
ten days can't pay for it, forget it, Lug it back 
home and sell it to somebody else. 

THE CHAIRMAN: Mr, Reilly, any 
questions? 

MR. REILLY: Mr. Chairman, the 
gentleman for Electrolux -- is that Mr. Clasper? 

ELECTROLUX DELEGATE: Yes. 

MR. REILLY: Mr. Clasper, would you 
like to tell the Committee something about your 
appointees? For how long they are appointed? Do they 
get a franchise, and how that franchise is discontinued 
and whether they are allowed to employ other people or 
whether the franchise is restricted to one dealer? 

ELECTROLUX DELEGATE: It is restricted, 


first of all, it is restricted to one person who signs 
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a dealer's agreement in which we lay down our policy 
and rules and regulations and the manner in which he 
will be paid and the fact that he will be bonded. 
(Rest of statement inaudible). | 

MR, REILLY: And he doesn't employ 
anyone else? He operates independently in his 
division? 

ELECTROLUX DELEGATE: That's right. 

MR, REILLY: The federal government 
controls the selling price. Now, do you give a 
suggested retail price? It has been said here ear.iier 
today that sometimes he shaves the price and has it 
taken off the commission. What about exceeding the 
price? 

ELECTROLUX DELEGATE: Well, it is 
most unlikely that a person would not have seen an 
electrolux dealer once before and been quoted a retail 
Drees. Again a lot of people will phone our branch 
office, and we have 66 branches across Canada, or 
a representative in that area, and check that price 
before they buy. We don't have a price on our 
contract. (Rest of statement inaudible). We send out 
an invoice and quote on the invoice the number of her 
new model, everything that she has paid, everything 
she bought and everything she is charged. (Rest 
inaudible) 

MR, REILLY: Mr. Clasper, a number of 
members of this Committee don't feel that there is 
any monkey business as far as the members of this 


particular Association is concerned, Do you have any 
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Suggestions in addition to the brief that has been 
Submitted, as to how we can control the less desirable 
operators and those that are unscrupulous? 

ELECTROLUX DELEGATE: Well, sir, I 
think the Direct Sellers Association has a code of 
ethics that perhaps some legislative body could 
enforce, We do it amongst ourselves and there is 
no problem, We are willing to accept this code and 
the rules and regulations. (Rest of statement inaudible) 

MR. REILLY: Do you think your 
organization would be prepared to submit recommendations 
along this line? 

ELECTROLUX DELEGATE: I do. I think 
they would. (Rest of statement inaudible) 

MR. REILLY: Well, Mr. Clasper, some 
of the members of this Committee, as has been said 
here today, feel that perhaps the home improvement 
field, putting on the siding (rest inaudible) -- I 
am under the impression that some of these door-to-door 
salesmen don't last four days with companies. Would 
this be correct? Even if you had a four-day waiting 
period, 

ELECTROLUX DELEGATE: I would say that 
is partly correct. 

MR, REILLY: He might be selling 
aluminum siding or aluminum screens or aluminum windows, 
for one particular firm, and he might not be with that 
firm for a period of a week, 

ELECTROLUX DELEGATE: I would say that, 


yes. 
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MR, RELLLY: » Thank .you, Mr. Clasper. 

THE CHAIRMAN: Mr, Lawrence? 

MR. LAWRENCE: I was wondering if you 
are going to present another brief or any other 
submissions either to the government or to this 
Committee, that you also delve into the possibility 
of some sort of provincial legislation making the 
companies responsible for the acts of the dealers 
and salesmen. I mean all of you people use this 
gimmick of the "independent dealer", And it is a 
dealer and it is a gimmick in the minds of many people 
on the part of the company to evade responsibility 
sometimes, If you don't think that is true, I think 
you are fooling yourselves. This might be a field 
that the legislators some day might feel the need 
for an act of legislation and perhaps you should look 
into this aspect of it too, 

MR. HAWKRIGG: Yes. 

MR, LAWRENCE: One other question -- 
I agree it has nothing to do with this Committee -- but 
why does your Association restrict membership to 
companies which manufacture in Canada? 

MR. HAWKRIGG: This is a requirement, 
of course, of being a member of the Canadian Manufacturers 
Association, Mr. Lawrence, of which we are a trade 
section, This is the one prime requisite, actually. 

MR, LAWRENCE: And this means the 
majority of the components in an article has to be 
assembled here in Canada? 


MR, HAWKRIGG: Well, manufactured, 
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MR, LAWRENCE: Manufactured, I see. 
MR, HAWKRIGG: Although I am sure 
there are adequate raw materials brought in. 

MR, LAWRENCE: I'm sure, at least in 
one of your companies. One of your members I was 
surprised was called a Canadian manufacturer, 

MR, REILLY: Would the Chairman like 
him to tell us something about the educational programme 
that he started to tell us about? You said they 
make announcements over the air periodically. Have 
you done anything else as part of alerting the public 
to door-to-door selling and some of the undesirable 
practices? 

MR, HAWKRIGG: Well, Better Business 
Bureaux and Chambers of Commerce -- well, Chambers of 
Commerce, of course, they are constantly informing 
their members of this area. Better Business Bureaux 
are the same. 

MR. REILLY: Yes, but their members 
are not consumers, they are mainly retailers, 

MR. HAWKRIGG: Oh well, yes. But 
Better Business Bureaux themselves will normally send 
speakers to ladies consumer groups and other consumer 
groups. Normally these ladies are quite happy to have 
people who will get up and tell them about these 
different problems and make them aware. I'm sure that 
radio-press-TV and also through the form of public 
appearances. I don't know what else you can do, really, 
other than doing it a little more extensively possibly 


than is being done at the moment. 
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THE CHAIRMAN: Could you tell us how 
you base your fees for membership in your Association? 

MR, HAWKRIGG: Well this is based on 
gross sales, Mr. Chairman. Each member contributes 
various amounts depending on their size. 

THE CHAIRMAN: It does seem to me, as 
other members of the Committee mentioned, you have a 
very small membership. I was just wondering if you 
could give the Committee some idea of what sort of 
budget you have. 

MR. HAWKRIGG: Well, recalling our 
last year's budget -- it's around $25,000.00 a year, 

THE CHAIRMAN: Are you actively 
endeavouring to get new members? 

MR. HAWKRIGG: Yes, we are always 
looking for them. But the Canadian manufacturer 
point is a pretty tough one for a lot of people to meet, 
And I think it's probably quite correct to say that 
any fly-by-night people -- not national firms -- are 
not interested really in getting involved in possibly 
a national association, which we are, 

THE CHAIRMAN: Have any of these 
companies on your list joined the organization within 
the last two years, say? 

MR. HAWKRIGG: Well, Amway joined this 
year. Tupperware joined last year. West Bend, I 
believe they have been in four years now. I can be 
corrected on that. The Association has only been 
formed since 1954, by the way, Mr. Chairman, 


THE CHAIRMAN: And these companies that 
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have just joined, they are employing their manufacturing 
and employing people -- 

MR. HAWKRIGG: In Canada, that's right. 

THE CHAIRMAN: Do you have any 
questions, Mr, Irwin? 

MR, IRWIN: I have very little to 
ask, Mr, Chairman, Certainly I agree with everyone 
else that your group is a very reputable group. It 
does lead to the comment that I guess it's hard to 
be made in Canada, | 

Do you -- this question arises -- 

do you, apart from public education, do you attempt 
in any way, as an Association, to take action or 
restrict the activities of the disreputable door-to- 
door salesman? 

MR. HAWKRIGG: Well there is not 
really much that we can do in the Association, of 
course, to control other companies or other organi- 
zations. What we have been doing over the past two 
years, is that Mr. Ruskin, our public relations director, 
Spent six to seven months in B,C, approximately a year 
ago going around to all these municipalities and Councils 
and law enforcement officers, making these people 
aware of the fact that there was a Direct Sellers 
Association and what we stand for, left pamphlets and 
brochures with them, Now that was our campaign in B.C, 
in 1963. This year, as far as our public relations 
are concerned, we are making contacts with consumer 
groups,basically lady consumer groups, and we are asking 


them if we can provide teachers and people who can go 
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out and tell them about ourselves, who we are and 
what we stand for. Also, of course, to warn these 
people of the fly-by-nighters. We are trying to 
restrict this to the prairie provinces with this 
year's budget and then we will eventually move into 


the other provinces in time,as money permits. 


It is to our own betterment 
that we try and educate the consumer, and the best 
way to get at the majority and the interested ones 
is, of course, through these consumer organizations. 

MR. IRWIN: You are actively, then, 
trying to restrict the flow of people who are not 
complying to your code of ethics? 

MR. HAWKRIGG: Well, we are trying 
to restrict it by making them aware of the fact that 
we have this Association, yes. 

MR. IRWIN: One other comment. With 
all due respect to the arguments advanced against 
the cooling off period, would it be fair to say that 
your real objection to it is the effect it might have 
on the sales build-up? In other words, the sale is 
made to the best of your ability, then if you allow 
the cooling off period it really would be a cooling 
off period, not necessarily because of the cost but 
your ability to make good on what is sold, what the 
salesman says. It could mean having reached the point 
of sale, everyone ultimately regrets. Is this not 
true, would this not be the case? 


MR. HAWKRIGG: No. I think when 





people buy -- you may have second thoughts later on -- 
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but I think most people who have been sold properly 
are happy with the product. I think as far as a 
cooling off period is concerned, I can't give you 

all the ramifications that are involved, of course, 
because we haven't had time to think them all out, 
but there is extra time involved. There is just no 
doubt about this. I think something I would like to 
have you keep in mind, when we talk about a four-day 
waiting period, it really would probably expand 
closer to two weeks in some cases, because if it's a 
four day waiting period and if there is any credit 
investigation involved, you are obviously not going 
to invest the credit until the waiting period is 

over or else this is going to be time and money spent 
if there is a possibility. A credit investigation 
might take two, three or four days, depending on the 
Brice caceee Then if it's a factory order, by the 
time you complete that order and get it back to your 
dealer, a few more days have expired and then of 
course the delivery is made. Now I'm sure that when 
you go down to buy a car or there is something that 
you want or something you have been sold on and you 
want it, and then they say this is fine buy you can't 
have it for ten days or something like this. There 
is an edge lost there, there is just no doubt about it. 
I think once the salesman has demonstrated the need 
for the product and then created the desire, if he can't 
deliver at that point; it's very important for our 
type of selling, this desire for the product. If you 


can't deliver at that point or promise it reasonably 





























tio bee wad Sci a ets afte jane 
Ve a “ed SH ALS sineiaeaee _ 


: 
rey ita Morag! X .palionhinss of ‘pa Pray ‘vo. aa 
; - 7 
(NPitbs, fo ,bevitoval say Jaca sory Yn SE Konaee: ‘etd tin a 
sone Tax merit Massy as oeist. bad hao ad aw suasosth 
Me PAu wae JEOv igre soft prare az aor de e is 
, Po Gee Pi how 2 MAL wior Sebi. (AS tere de sack’ « i : 
me | | . i oS 
7 i VEE Sais Tyece “iss ew new (ae A Gee wey “Sve ae ee 
§ . | “ay 
Chaise jitwdcrg Wow Yi fut BE gee eee eee 


S588: cae nf ibow Oe oF eeeeTS 


say : or: i) O98 SO Lteg, gel tew yah a6. - tn 


1 ptos Sou ULBUGLYC™ og Hey | Barlow ‘olveatseovml — 42 7 
¥ Mo lottem ooldtew' en? Uda iba em ean ee 
1 Peg Piru bar 24 f at alee ac aee-tate to mee FRE ? 
noite s i 3 fwib hi lft Se) aaOg a Of erent LE ORs - 
| mtd a4 (aS guc? si epegg sh Si) be yor "J 
| ! " 
1, Pere Qua eslth Vier het & ei Le ape  SaodinRan AEG ye i 
cm 6c" wy DG? Tatvre Tey ss ekegtio’ voy wonky dae _ 


we | 2) 0 ray SSIES OP A ayeings wo? 2 73 vo Ca ae 
; Peav tnd sue two eeemae iene et otha! eeTyoD fog 
1 : 2a Mette e ef sett va anoe ya od tiwokk og HOT pee 
a POM TAS io lew Asad ewer gee SOLA ons cto sa a8 ~ a: 
| De aan Woy yet enbt $2 eet agen Uaett teehee baa 8 tate a 
+ ened! Jatuy sttf aathtomseeay bani ob ae" vat 7 aa 

Beek Suniie sd-on. og dant at ~ F Hot. ey | 


‘bees ony bait einen its 






j ps 





. 
P 












ANGUS, STONEHOUSE & CO. LTD. 


TORONTO, ONTARIO Hawkrigg 3441 





Soon, then you have definitely lost an edge. 

MR. IRWIN: It does seem to me that 
from your point of view the loss of rapture would be 
the great deterrent to a cooling off period. 

MR, HAWKRIGG: Well, you can't get 
too wrapped up about a broom (laughter), but I 
think once you have created the desire, it's -- 

MR, IRWIN: I was a brush salesman 
too, through college. I tried to build up this 
enthusiasm. 

MR. HAWKRIGG: And you didn't have 
arcooring ton? *perlod, 

MR, IRWIN: Just one last thing, Mr. 
Chairman, actually directed to Mr. Sedgwick. Is there 
any reason, in the event of a cancellation or non- 
fulfillment of a contract on the part of a buyer 
during the cooling off period, does any cause have 
to be shown? 

MR, SEDGWICK: Not in the English 
legislation, No, you just cancel it, 

MR. IRWIN: Thanks very much, 

MR, WHICHER: Mr, Sedgwick, under the 
English legislation, supposing a fellow was selling 
Ford cars, going around the country door-to-door, Is 
that covered there? 

MR. SEDGWICK: I think it would be 
because it's sold other than in a direct place of 
business. It sold in other than what they call an 


"appropriate place of business", an "appropriate 





trade premises", a premises at which either the owner 
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or seller normally carries on a business of goods of 
the description to which the document relates or of 
Similar description which are normally offered for sale. 
So I think it would apply to the itinerant car 
Salesman who comes to your door, makes the sale, gets 
the document there and goes away. 

THE CHAIRMAN: Mr. Hawkrigg, the 
average number of employees of your companies must 
be quite high? 

| MR,HAWKRIGG: Dealerships, yes. We 

have some large companies, as you can see, with large 
dealer organizations. 

THE CHAIRMAN: You are including the 
dealers in these figures? 

MR. HAWKRIGG: Yes, that's right. 

THE CHAIRMAN: How many employees 
would there be in your own company? 

MR. HAWKRIGG: Employees, we have 
approximately 500 in our plant and our warehouses. 

MR, BUKATOR: Mr. Chairman, may I 
ask one more question? 

It seems that someone made a 
point with me when they talked about the party plans. 
Is there anybody in your group here representing that 
group and how do they do about this? 

MR.HAWKRIGG: I don't believe so. 
Tupperware operate on party plans but there is nobody 
here, I would doubt if Electrolux would. 
MR, BUKATOR: A member sitting around 


this table got tangled up with some pots and pans one 
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3443 
night, or his wife did, running into hundreds of 


dollars worth. I was wondering if this could apply 
with Tupperware also, but you don't have anybody 
here who could speak on it? 

MR. HAWKRIGG: Tupperware are not 
pots and pans, they are plastics. 

MR, BUKATOR: I said the member got 
tangled up with pots and pans and I was wondering 
whether this would be anything like it. I realize 
iGo lLesvlce. They come into a home and they 
give a commission to the lady of the house who runs 
the show. Instead of getting money she may get a 
couple of jugs, plastic jugs, and with that she 
might buy another hundred dollars! worth, I was 
wondering how they finance their problem, but you 
can't answer that? 

MR. HAWKRIGG: I can't answer that. 

MR. BUKATOR: I was wondering whether 
they finance it through a finance company or do they 
handle it through their own company. When you are 
sending this brief in, Mr. Chairman, maybe this 
gentleman would be good enough to get their people to 
tell us how they handle their financing also, the 
Tupperware company. 

THE CHAIRMAN: You would like us to ask 
them how they handle their financing. Would you ask 
them to supply that information, Mr. Hawkrigg? 

MR, HAWKRIGG: Yes. 

MR. LAWRENCE: Did you say you pay for 


the free toothbrush, or the dealer pays for it? 
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MR. HAWKRIGG: We don't give away 
toothbrushes, We will give you a handy brush, but -- 

THE CHAIRMAN: Gentlemen, are there 
any more questions? 

MR, KERR: Mr, Chairman, if Mr. 
Sedgwick could briefly explain the legislation to 
Mr. Hawkrigg and then Mr. Hawkrigg may be able to tell 
us where this would present some difficulties to the 
members of his Association. 

MR. SEDGWICK: I would be glad to 
but I'm not prepared to explain it now. In essence, 
Mr. Hawkrigg, the English study, and you may be 
familiar with it, provides that where the document of 
sale is signed at other than an appropriate trade 

premise, then the person who is obligated under it 

has four days in which to renounce such purchase by 
fayiriows “slitdon ayant t. 0, If he does, that is 
the end of the transaction. But the mechanics of it 
cover about three or four pages because they have 
to define what is a trade premise, a trade document, 
and so on, I'll get you a copy of the statute if you 
Ces 

MR. KERR: Does it apply to cash sales? 

MR. SEDGWICK: ‘Oh no, ‘no, no. This 
deals with consumer credit. 

MR. HAWKRIGG: I understood that it 
wasn't cash sales, just conditional sales. 

MR, SEDGWICK: It only applies to the 


document which obligates the purchaser to pay so much 





money at some time in the future. It never applies to a 
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1 cash sale, It wouldn't apply to your business at all. 
2 MR, HAWKRIGG: Not at the moment, no, 
3 MR, REILLY: Mr. Sedgwick, there is 


4 no limit whatsoever, whether it's $2.50 or $25.00? 


5 MR. SEDGWICK: I don't think there 

6 is any. 

7 MR, REILLY: No minimum? 

8 MR. SEDGWICK: No, On the other hand 


9 there is a practical minimum. I don't think people 
10 sell for credit under some sort of figure, I would 


11 think, something like $50.00. 


12 MR. REILLY: But it's not spelled 
13 out? 

14 MR. SEDGWICK: No. 

15 MR, KERR: It might be an idea, if 


16 there is such an Association as yours in England, to 

iW) see what their reaction is to this legislation. 

18 THE CHAIRMAN: Any other questions? 

19 Well, if as a result of your appearance here today, 

20 Mr. Hawkrigg, anything occurs to you that you would 

21 like to pass on to Mr. Harcourt, our Secretary, we 

22 would be pleased to have any suggestions that may occur 
23 to your later. 

24 Let me say we are very indebted 
25 to you for the brief you presented to us, particularly 
26 on reasonably short notice. I would like to, on behalf 
27| of the Committee, thank your Association and thank you 
28 for the very good way in which you presented your brief. 


29 MR, HAWKRIGG: Thank you, Mr, Chairman. 





I would just like to express our appreciation for at 
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least having the opportunity to come and present our 
views to this Committee. I am just a little sorry 
if we have possibly offended a few of you as to 
our thoughts and views in this area. I just hope 
that you can appreciate that initially we feel that 
this is definitely going to be detrimental to us, 
possibly not only from the business procedures but also 
from the impact on our sales organizations when this 
becomes legislation, 

THE CHAIRMAN: This is exactly what 
we want to know, what impact any legislation we might 
suggest would have. That might have some bearing on 
whether they are passed or not. 

MR. HAWKRIGG: Well there is certainly 
no doubt in my mind that we have a common cause. I 
just hope that we have made you people aware today 
that our view, shall we say good guys in this type 
of merchandising. We certainly appreciate any 
consideration when you discuss legislation, if you 
could see fit to say that the Direct Sellers Association 
would be excluded from that waiting period, we would 
be happy. (Laughter). We will put this in the form 
of a brief, a second brief, if you like. But thank 
you very much, Mr, Chairman, 
| THE CHAIRMAN: We will take five 
minutes and then reconvene back in this same room, 

MR. KERR: One point, Mr. Chairman, 
they didn't offend us, we just don't agree on certain 
points. 


---SHORT RECESS. 
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THE CHAIRMAN: Gentlemen, there is one 
more brief to hear this afternoon from the Canadian 
Central Registry of Subscription Representatives, Inc. 
Here representing them we have Mr. H. A. MacDonald, 

Mr. G. V. Laughton and Mr. E, J. Hessin. They have 
a short brief so we will ask them to proceed with 
the presentation of their brief, 

MR. HESSIN: Mr, Chairman, if I may 
I would like to read just a portion of a letter I 
directed to the Committee, to Mr. Harcourt, to give 
Us ;a,jbasis fom this. 

Canadian Central Registry, 
which is affiliated with the Periodical Press Associatio 
consists of the major magazine publishers and 
subscription agencies who are pledged to promote 
ethical methods in the sale of consumer magazine 
subscriptions. Two, they have on deposit with the 
Registry a bond guaranteeing fulfillment of any 
subscriptions written by their representatives on 
their bona fide receipts. More than 90% of all 
consumer magazine salespeople are registered with the 
Registry and are priced by their employers to obey 
its standards of practice. They all carry Canadian 
Central Registry 60-day licences to identify themselves 
as being obligated in this respect. 

As we would understand from the 
terms of reference in your letter that the primary 
purpose of the Committee was "matters relating to the 
actual cost of credit to consumers", I have examined 


with our member firms the basis on which credit is 
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extended on budget or time payment contracts. Such 
contracts naturally offer varying choices of specific 
consumer, that is general,magazines, and may vary in 
number and period of payments. 

Information provided by our 
members shows the instalment payments under a contract 
to be equal to the cash prices for the same publications 
and the same period of time and are without interest 
or carrying charges. 

Again referring to the terms 
of reference ‘matters relating to the actual cost 
of credit to consumers, such as instalment purchases”, 
we would ask that this letter be accepted in lieu of 
a formal presentation as the indicated interest of 
the Committee, we believe, is concerned with conditional 
sales agreement where additional cost charges devolve 
upon the purchaser and which do not occur in this 
instance, 

Mr, Chairman, I would like to 
introduce the two gentlemen immediately behind me, 

On my left Mr. G. V. Laughton, who is the Chairman 

| of Canadian Central Registry and on my right Mr. A. Jd. 
MacDonald, who is the Vice President and General Manager 
of Dominion Readers Service. Mr. MacDonald, being here 
as a representative of one of our member firms is avail- 
able to answer your enquiries and Mr, Laughton also 
would be happy to add any remarks that he may have and 

I think, if you will excuse me I'll go back a regain a 


row here, 


THE CHAIRMAN: Unless they would like 
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to move up with you, which might be a little better 
for our microphones, 
Mr. Sedgwick, any questions? 

MR. SEDGWICK: Mr. Hessin, you say 
in your brief, which I just read while you were 
reading it, that Central Registry consists of the 
major magazine publishers...Are you confined to Canadian 
magazine publishers? 

MR. HESSIN: No, that includes 
American publishers, U.S. publishers, too. 

MR, SEDGWICK: For instance, do you 
handle such periodicals as Life, Time, Newsweek, Harpers, 
Svc. : 

| MR, HESSIN: Our members handle these 
magazines. 

MR. SEDGWICK: Yes. And then do you 
also distribute such Canadian publications as The Plains 
and Saturday Night? 

MR, HESSIN: Yes. Perhaps I should 
clarify that the Registry does not handle any of 
these periodicals. The Registry is an association of 
the members who handle these periodicals. 

MR. SEDGWICK: I see. And in the case 
of the Canadian periodicals, such as, for instance, The 
Plains, do they distribute it or is it distributed 
through their own facilities? Do they engage sub- 
scription agents? 

MR. HESSIN: I believe all publishers 
-- that is with one or two exceptions and who are 


, not members of ours -- use distributors in the form of 
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agencies of one type or another, 

MR, SEDGWICK: Is that correct? Who, 
in turn, engage people who do door-to-door soliciting, 
is that correct? 

MR. HESSIN: That's correct. 

MR. SEDGWICK: To take a concrete 
example, if a member of your organization calls at 
a house and endeavours to secure a subscription for, 
Shall we say, The Plains, you say that the cash price 
and the subscription price would be the same? 

MR. HESSIN: May I ask what you mean 
by a cash price? 

MR, SEDGWICK: How is the transaction 
carried out? Suppose the housewife says Yes, she 
would like ae have Homes and Gardens. She then signs 
a subscription form, is that correct? 

MR. HESSIN: If it is a cash sale 
the order is given normally, being a cash sale, there 
is not a signature necessary. It's just like buying 
over the counter. 

MR, SEDGWICK: Right. Then if it isn't 
a cash sale. Suppose she is paying $7.00 for a two-year 
subscription. How is she billed, so much a month? 

MR. HESSIN: » if iat is purchased on 
a time payment plan she may, she will pay a specified 
amount, depending on how the contract is set up. But 
that amount, the total of that amount, as I have 
mentioned in this brief, will be the same as the 
subscription price. 


MR. SEDGWICK: Yes, 








Pry 
negeuu ase 
ortdondc Sq e205 To ested 
Stneisom fads 02. sao. ae 
beh Nn (Ay thot Sate Y Vicpeg SRSerg oe at 
TVS Res ‘deae at 
: ! Ty, e oe) getques 
OM ae! ; 2h ale SBOE 2 
eehiy dar ‘4 947 Qaeew fade 
'ghnoedyva, sas Soa 
i. N62 
7 Toabuq tage a ¥V 
; Oe ; 
i MOLT OL 3m ha 
a noqgre Se Dak Tiss 
iy Meare (oy { 2 oved sb eb Sioecy 
? f Gk fe tg 21oesye # 
ise lac | Bi a 
eons att . 200 csinihsy ait: eS ost 
es i (ACAOST PII SARLS Be Wom ee 
te Shane one avo 
b  etmat ea FL ssi : i JO DVR ae ACE) 
,, 
(geeN-cwt 8 tO) OC u al 20 <detmiGe” ¢piamamaee § j 
> Trinoms crown < “li fd ste -g£ welt ead 


f fies oes ios 
bestigogs 2 rex 
fal 22a a! 
ovat I wn 


eng 


, vO ven TG =. it 


an -oImBe Sct od 


[ie og tema aii cae 


- or a why yon. ae 


ry 
9) 





(LEEW 


wi 


maa 






: 
ae 






fies 


tb 
‘ 
t 
a 
At 
8 
9 
on 

















* 
i 
ii 








ANGUS, STONEHOUSE & CO. LTD. 


TORONTO, ONTARIO Hessin 3451 





MR, LAUGHTON: I think we might 
clarify this a bit. An individual subscription would 
rarely be bought on other than a cash basis. It 
wouldn't be large enough. You only get into what 
we call in the trade, stationary service subscriptions, 
that you would get instalment buying. That is when 
two or more publications are sold under the one 
buyer. They may buy as many as six or seven publications 
-- there is no limit, I suppose, as to the number they 
can buy. Then the price is quoted and the total 
price they pay is the same as if they bought those 
magazines for that same term and paid cash for them, 

MR. SEDGWICK: So that if each 
magazine had a subscription price of $5.00 for a year, 
and they select four magazines, then that would be 
$20.00. And it doesn't matter whether they pay the 
$20.00 at the time or whether they decide on credit 
over a period. Is that correct? 

MR. LAUGHTON: Yes. Most agents, the 
man who sells a company, the agencies that sell, usually 
doesn't sell for cash. (Rest of statement inaudible) 

MR. SEDGWICK: Well then, Mr. MacDonald, 
if one of your representatives sold a $20.00 total 
subscription on terms, what would the terms be; _ so 
much every month, so much every three months? 

MR. MACDONALD (H.A.) It is usually 
spread over a two year period, Magazines are often 
sold for three. Really the most economic way to buy 
a subscription is a two year term. One year is often 


_quite expensive. 
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MR, SEDGWICK: Yes, I understand 
that. One year $7.00, two years $10.00, three years 
$12.00 -~ something like that? 

MR. MACDONALD (H.A.): That's right. 
Newsweek is sometimes longer, sometimes four. And 
payment is made for the total subscription during 
the first two years, That's the norm, 

MR. SEDGWICK: And is it paid monthly 
or quarterly or -- 

MR, MACDONALD (H.A.): Monthly. 

MR. SEDGWICK: So it would be very 
small; a dollar or two a month, is that correct? 

MR, MACDONALD (H.A.): Well, usually. 
You see, magazines have gone up in price, to some 
considerable extent. <A two year subscription to Life, 
for example, would be around $20.00. So it is 
difficult to get three or four magazines under $50.00. 

MR, SEDGWICK: For three years? 

MR, MACDONALD (H.A.): That's right, 

MR. SEDGWICK: And that would be paid 
over two years? 

MR, MACDONALD: (H.A.): That's right, 

MR, SEDGWICK: About $4.00 a month. 

MR. MACDONALD: (H.A.): Probably $2.00 
a month, $2.00 down and $2.00 a month for 24 months. 

MR. SEDGWICK: And you don't add 
anything at all for finance charges? 

MR. MACDONALD (H.A.): No. ‘They 


could pay $50.00 in advance, or send it in to the 





company, various publishers, and they would get the same 
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value. 

MR, SEDGWICK: Then do you bill them 
monthly for $2,00? 

MR, MACDONALD (H.A.): No. We give 
them 24 coupons and 24 envelopes. This is the usual 
way. And they send in $2.00 each month until the 
coupons are used up. 

MR. SEDGWICK: Suppose they stop 
sending in the $2.00. Do you just stop sending them 
Life or whatever it was? 

MR. MACDONALD (H.A.): No. Unfortunate- 
ly they are in no different position than if they had 
paid cash, Their neighbour may have paid in advance 
and their money has gone to the publishers to the 
distributors. If they buy on time their obligations 
have actually been assumed on their behalf by the 
company which they are doing business with, And 
they have actually a three year subscription which 
they haven't paid for. If they want to give it 
away or something -- nobody cares very much what 
they do with their reading whether they paid for it 
in advance or whether they agreed to pay in instalments. 

MR. SEDGWICK: And if they agreed to 
pay in instalments and do not pay, then you cannot 
repossess a periodical, your only remedy is to sue 
them for the owing balance, is that right? 

MR. MACDONALD (H.A.): That's right. 

MR. SEDGWICK: Does that happen with 
any frequency? 


MR. MACDONALD (H.A.): Well, I'm 
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inclined to say that it does sometimes happen, frequently 

MR. MACDONALD:(D.C.) I'd like to 
ask Mr. MacDonald, Mr. Chairman, what he means by 
frequently? 

| MR. MACDONALD: (H.A.): Well, I 
wouldn't say that it is a rare occurrence. 
| MR. SEDGWICK: Well, I would like to 
ask what is meant by rare? I don't know how high is 
up werBut Cis PLECe Sy Toa rels? 

MR. MACDONALD (H.A.): Most people 
pay their bills. 

MR. SEDGWICK: I know that, but some 
people don't, and I know that too. 

MR. MACDONALD: (H.A.): The Courts 
are put there for a reason, Let me say you can't 
repossess,there is nothing to repossess. 

MR, MACDONALD (D.C.): Have you recourse 
to the publishing company? If they don't pay you? 

So that, in effect, you can get some rebate from them 
if the subscription is cancelled? 

MR. MACDONALD (H.A.): Well, yes, we 
do. But you don't have recourse for your selling 
costs, which are quite high in this business. It may 
be as high as -- I don't know -- 30%, 

MR. MACDONALD (D.C.): 90%. Having 
been in the game, it is as high as 90%, to the Captain 
of the team, 

MR. LETHERBY: That's the olden days, 


Don. 


MR, MACDONALD: But you are talking 
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about cash business. 

MR. MACDONALD (D.C.): That's right. 

MR, MACDONALD (H.A.): And as to the 
Salesmen, You know how difficult it is to sell. She, 
the housewife, can say No so fast. so the rebate, 
you send in the cancellation to the publisher and 
some publishers will give you a rebate for the 
undelivered portion of it. Others will not. It 
depends on your arrangement with them, Some take 
the attitude that they don't know whether the money 
they receive belongs to you or belongs to the 
customer, There is no way of knowing. A neighbour 
can buy a cash subscription and pay us and we send 
their money to the publisher, Others, the publishers 
have no way of knowing if that money is our money 
or the customer's money. 

MR, SEDGWICK: I was going to ask 
you that. When your representative gets an order 
for a three-year subscription and the three-year 
subscription, say, totals $20.00, some part of that 
will be payable to the publisher, is that right? 

MR. MACDONALD (H.A.): Oh, yes. 
You have contracts with individual publishers and you 
do the best you can. Some publishers have a very good 
rate. Others, it is quite high. 

MR. SEDGWICK: What is it? What is 
very good and what is quite high? 

MR. MACDONALD (H.A.): Ten percent -- 

MR. SEDGWICK: Surely none of them, in 


no case would you get as little as 10%? 
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MR. LAUGHTON: It varies with the 
proportion of business -- 

MR, SEDGWICK: Well, I just wondered -- 

MR, MACDONALD:(H.A.): Ninety 
percent of all magazines, the commission you would 
make is less than 10%. Now there are some, it works 
all the way down the line, some -- I would say the 
norm for certain consumer types -- if you have a 
contract -- if you don't have a contract with them 
then you have to figure the whole amount. But I 
would think around 70% would be normal. 

MR, SEDGWICK: That is if the 
subscription is $10.00, $7.00 would be turned over 
to the publisher, Is that right? 

MR. MACDONALD (H.A.): No, no, they 
are worth $3.00. 

MR. SEDGWICK: So that the selling 
organization would keep seven out of ten? 

MR. MACDONALD: The aes and the 
lab and the collection department, which has to be 
maintained for two years, 

MR, SEDGWICK: Yes. And then if the 
sale is made on credit does the selling organization 
pay the publisher out and assume itself the credit? 

MR, MACDONALD (H.A.): That's right. 

MR. SEDGWICK: And you refinance that 
paper, I suppose, as a trade paper? 

MR. MACDONALD (H.A.): No, it's not 
trade paper. 


MR. SEDGWICK: It's not in the form of 
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a negotiable note? 

MR. MACDONALD (H.A.): Not 
negotiable, no, At least we haven't found it to be 
so. It is not negotiable because the delivery has 
not yet been effective. 

MR, SEDGWICK: No, and of course it 
has no repossession value at all. So that your only 
remedy is the remedy against the subscriber against 
the balance of the subscription, is that right? That is, 
as you have already said,there is no sense in 
discussing with you percentages or dollar figures 
because you don't specify any part of the price as 
being the cost of credit, 

MR, MACDONALD (H.A.): No, not at 
all. 

MR. SEDGWICK: So that those who pay 
in cash are, in effect, subsidizing the subscriber 
who buys on credit. 

MR. MACDONALD (H.A.): In effect, yes. 

MR, SEDGWICK: So you have any figures 
as to your credit loses, percentagewise what they are? 
That is, if your total subscriptions are 100,000, 
could you say about what percentage would not be paid? 

MR. MACDONALD:(H.A.): When we first 
give an order we set up -- because money comes in by 
mail from all over the country -- it's impossible to 
get a commercial figure on that -- we have set up 
a 25% loss ratio. 

MR. SEDGWICK: That's very high, isn't 
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MR. MACDONALD (H.A.): It is high. 

MR. SEDGWICK: Of course a cooling 
off period would have no relation at all to your 
operation, 

MR. MACDONALD (H.A.): We set that 
up ourselves. When we receive an order a letter goes 
out immediately to the prospective subscriber -- 
in our case a credit check too. We ask for a credit 
reference to credit bureaux. And then we wait ten 
days to get even a hint of the customer not liking 
to pay for it -- that's what we are interested in, 
whether or not they would pay it. If they write 
and there is any hint at all the thing gets washed 
OUL 

MR. SEDGWICK: JI see, It like a 
self-imposed cooling off period. 

MR. MACDONALD (H.A.): That's right. 

MR, LAWRENCE: You don't return the 
deposit necessarily? 

MR. MACDONALD: (H.A.): You do in a 
case like that. If they ordered a number of 
magazines and the one of them closest to the deposit 
WoL UpeuneLor ene acer: 

MR. SEDGWICK: I see, The subscription 
price is less, isn't it, ordinarily than the newsdealer's 
price? 

MR, MACDONALD (H.A.): Yes. Magazines 
are one of the few things that have two true prices. 
.35¢ a copy or $6.75 a year is the true price. 


MR. SEDGWICK: Ordinarily speaking the 
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annual price by subscription is less? Less than 
the single copy price at the newsstand? 

MR. MACDONALD (H.A.): Yes. 

MR, SEDGWICK: I guess that's all 
I wanted to ask, There doesn't seem much to concern 
us. 

THE CHAIRMAN: Mr. Whicher? Mr, 
Bukator? 

MR, BUKATOR: I would like to follow 
this a little further, When one becomes delinquent 
in his payments and he has not sent in his coupon 
for many and varied reasons; one may be that they are 
not getting all of the books that they ordered, Is 
it a practice of the company to contact them by 
telephone, long distance, and reverse the charges on 
that subscriber? You know it has happened, 

MR. MACDONALD (H.A.): Well, it 
probably has. We have a 25% no payment figure. We 
discount largely the non-delivery factor. If we can 
get one copy into the person's hands -- if I subscribe 
and I get one copy and I don't move. I'm going to 
guess automatically that they are ill or something. 

If they get one of the magazines and say they are not 
getting Fortune, say, we are getting Life but we are 

not getting Fortune -- fine, we contact Fortune 
immediately and we can do something and Fortune has to 
service that subscriber because they want that subscriber 
But the general complaint that they are not getting 

all their magazines and you have to send that information 


off to Newsweek, or this and that. There isn't too much 
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we can do about it and we have to kind of discount 

this as being an evasion for the purpose of not paying 
the account, We send out a complaint form and 

ask which magazines they are not getting, last copy 
received, and»so forth,- If they givesusithat 
information we can get the publishers and we and 

all the rest of the companies -- we are all anxious 

to service the subscriber if we can get the information 
we need. Otherwise we don't do anything. It's as 
Simple as that. 

MR. HESSIN: I'd like to comment 
on that, if I may. A great majority of complaints 
comemchrourch oun ortice seulhathere temonesparcvi cular 
periodical which is not being delivered, when that 
is corrected then the subscription period for that 
will be extended so the whole number of issues reaches 
the person, not go back and pick up the old ones, but 
it is extended into the future when a complaint is 
made and it is found that deliveries haven't been made. 

MR. EDWARDS: Do Dawson's belong to 
your association? 

MR. HESSIN: Well, Dawson's are a 
little different. They are known as a catalogue agency. 
They leave catalogues in drugstores, They don't, 
generally speaking, have agents. 

MR. BUKATOR: I did not quite get 
my series of questions lined up here, The high pressure 
sales group, because they are these youngsters that 
come to you and they don't take No for an answer 


immediately, you know. They get into the home and they 
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persuaded that subscriber to buy a series of books -- 
four or five. Then what happens is because they don't 
get all of their books and their coupon is due within 
a month or 60 days after, they should send in their 
cheque and the coupon -- they don't because their 
books are not coming to them. The next step for you 
is to try to collect your money. You do not know 
about the fact that they are not getting their books. 

Now you make a long distance phone 
call to someone, let's say in Niagara Falls, which 
costs maybe .90¢ to $2.00 depending on how long you 
talk to them, And this is sent to them -- they are 
compelled to pay a collect call on something they 
know nothing about. They should have enquired when 
and when and then not accepted the call. The next 
step is, after they have taken -- I want to be clear 
One Un tee DOLMG.s 

MR. MACDONALD(H.A.): Sometimes I 
get a collect call, you know, and I'll say: "I don't 
even know this person, operator", It turns out that 
it's the wrong party. I always know who is calling 
me before I accept a collect call. 

MR. BUKATOR: Isn't that remarkable 
because you're a business man, But a lot of these 
women who have signed the subscription do not, and they 
accept it. I can give you one instance, if you like. 
And I think it is a most deplorable thing, toa 
sickly old woman. She gets a phone call and is told 
she must pay her bill. And she says she has not been 


_ getting her books. "I have subscribed for so many and 
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I want my copies before I pay." And then she gets 
a threatening letter from a lawyer that if she does 
not pay they will sue her. And these are reputable 
people, I do not believe any particular group or 
any organization or anyone in business should be 
treating our citizens that way. 

MR, MACDONALD (H.A.): If any 
Subscriber is not getting a particular book, all the 
companies are (rest inaudible). They set up a 
complaint department and the publishers the same way, 
with millions of circulation,they have to get these 
complaints serviced, Everybody is working to get 
these magazines to your person, 

MR. BUKATOR: In the meantime the 
threat comes for collection. The lady is informed by 
letter that she must pay or else they are going to sue 
her. .This.is the injustice of it. She then tells 
you she has not been getting magazines 1, 2 and 3. 

And then you say you will check with the publisher and 
see that they extend this on into the two year period 
that you are entitled to. But look at the anxiety and 
discomfort you have made for that person. And if this 
is multiplied by many then there is something radically 
wrong with the set-up. 

MR. HESSIN: May I ask if it's multi- 
plied by many? 

MR, BUKATOR: I'm asking you if this 
is multiplied by many. You should know your own 
business. 


MR, HESSIN: I would say No. I have 
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occasion to handle such complaints and I would say 

in those circumstances they are the isolated cases 

and isolated cases occur everywhere, I also think I 
can say in the majority of such cases, such people 

have made no effort when a notice -- this is not 

an immediate -- this call -- I only know of the odd 

one Il have ever heard of. We have been right on top 

of it and told them we will not stand for this from 

our members. But in most cases complaints have not 
come in of non-receipt of periodicals. And another 
thing that frequently turns up is the fact that 

these people have not just stopped paying, they stopped 
paying long before the periodicals stopped coming, 

And there are so many ramifications of methods in which 
complaints can be set up by people who wish to escape 
payment of the thing that your case, I am convinced, 

is an exception, 

MR. MACDONALD (D.C.): Mr. Chairman, 
may I pursue this? Are you, in effect, saying that 
this is a common practice among members of Central 
Registry to put in collect long distance calls in 
regard to bills? 

MR. HESSIN: To my knowledge it is 
certainly not a common practice. 

MR. MACDONALD (D.C.): Well, I have 
been informed -- I think from a reliable source -- that 
there are some companies in this field who run up 
hundreds of dollars a month in long distance telephone 


Calley 


MR. HESSIN: You are speaking of the 
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company running up hundreds of dollars a month, but 
I believe this gentleman -- 

MR, MACDONALD (D.C.): I'm talking 
about companies that have sold subscriptions and there 
are bills to be paid. They will call and they run 
up hundreds of dollars a month in long distance 
collect charges which they add to the bill. 

MR, HESSIN: I have never seen a 
enareeradded Gola Dill@inwall the complaintesbanave 
had in many years. They perhaps run up hundreds of 
dollars collecting accounts, but the question here 
was that this was a collect charge, which is an 
entirely different matter. 

MR. MACDONALD (D.C.): And it is 
added to the bill. 

MR, SEDGWICK: Isn't this the 
Sipuacionp phar afel adevnotysendwingmy biddofe $2.00 
a month you call me collect and I accept the charge 
not knowing who it is, and find out that it's the 
magazine Beioanena which is entered by the Bell 
Telephone Company to my bill. What Mr. Bukator and 
Mr. MacDonald want to know, and I certainly would like 
to know, is this a common practice for you to effect 
or attempt to effect collection by foisting collect 
calls on subscribers who are in arrears? 

MR. HESSIN: No. 

MR. SEDGWICK: Do any of your firms 
do it? If they don't do it casually they must do it 
by design and persistently. 


MR. HESSIN: Not persistently. I have 
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had one or two cases in the last, I guess two years, 
possibly where I have had this complaint come to 

hand. And if there are any such cases I would be very 
happy to know about them and to follow it up. 

MR, LAUGHTON: Well, Mr. MacDonald 
and Mr, Chairman, could we get the name of that 
company? 

MR, MACDONALD (D.C.): I shall see 
whether or not it is possible. I might be able to. 

MR, LAUGHTON: I've been in the 
business 44 years and this is the first I have ever 
heard of *it. 

MR. LAWRENCE: You refer to your 
standards of practice. Is this a sort of code of 
ethics for your subscription agencies? 

MR. HESSIN: Yes. We work under the 
by-laws of the Registry which set up a standards of 
fair practice and ethical selling to stop fraudulent, 
or to control, we can't stop it -- we can't stop 
individuals sometimes -- but which are to control the 
sales representatives of the member firms in their 
selling practices. 

MR. LAWRENCE: As I understand it then, 
all of the members of your cooperative agency or your 
association obey, or rather have their employees obey 
these standards of practice? 

MR. HESSIN: They are pledged to have 
their employees obey this. 

MR. LAWRENCE: All right. Now you 


receive sometimes complaints -- I don't know why you 
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would because the average person wouldn't know very 
much about you -- but let's say each complaint you 
would receive, I assume that the agency involved would 
receive a great many more. I mean, if some kid came 

in to sell me a magazine tonight at my home and 

there was something wrong with the selling procedure 

or delivery or something, I wouldn't complain to you, 
would I? I wouldn't know anything about you. I 
would complain to the agency that that child apparently 
represented, 

MR. HESSIN: I think you are asking 
me to guess on that, Mr. Lawrence, because relatively 
I would say the basic complaints, where problems arise, 
comes to us, or at least certainly we get a good 
percentage of them, over half of them. Now, complaints 
which are mere misunderstandings as the fact that the 
boy wrote down one year and it was two and I paid for 
two, that can be very readily settled directly with 
the agency with whom the order was placed, you see, 

MR. LAWRENCE: Well, you get 50% of 
the complaints of your member agencies, you think? 

MR. HESSIN: I'm guessing. 

MR. LAWRENCE: Well what do you do 
when you have a complaint? Have you thrown out 
agencies? 

MR. HESSIN: Yes, yes we have. 

MR, LAWRENCE: Many? 

MR. HESSIN: No, thank goodness. 

MR. LAWRENCE: And if you have a 


complaint, just exactly what do you -- it looks like 





- 


ana: oe 






: | a _ 
nuded ; oo 
, ite "worl Shab OMEN: cis sauade ee 


dy, diketgqtco doga yas et aek. ~<a ; 


i. as 


ie 


,ehee- ban Seton TL. eager 4 wom Tee deen, 8 svisooy” 
bem urtu! 2h fades ate oe Piad..o8 Fe 
Mubesc'ta ac t79 Sao ch EN axbyu ~ntiiaioas Ham, ates 
Mey oa thE sift pO eho TL” qt eo Satu “ie wrovtteb 49 
a | Lovo, t6edg. watalyne, wade i! nates TL Sigow 
mea@netscgs Vildodeth) 2RAG Hehass Sa oF ukelgaias bia 
i, | | | Negnseso tet 
1 » Dips i Muh YOY Oa VASE) «3M | 
Mi v1 hung {IONRtWH .ch . odd ep aes Ros ee 
Hin Ton oye: Eahmiaignss o lead sae. gee ieee 
s too ew WENta@res svesl da. ao gi oF eee 
a meal ef 4/1 WOU \iteht “to Disui aevo ,sodd Toongeroegtedg 


Oy (nc? Jost, 6d’ Be eRe epns s1ebaetas oem ety. .coftiw 


nail a 


“eo bios 2 bet owt ese Ff tna =s3, 500 Ae Egor You 


Huw wideotht heltdan ylibaes ywev oa. aes Seay 1OWs 


a eee O—Ee 
-— 2 7 


iS uy . Pao Qu ew tehine oct mworty cttwoygmee eed 
Wo 0G “99 URY .fPow, SaOSAWA! . St 
Dit i? JOY A neR ATi coy Ic Samp et 
sr. unde ae bm pile MESA . AM | ye 
ob. boy Ob aerlve Stay even ia 
240 awed ay, Sad sitaenes * a9 





it btwn Sovieval taneue Sti stadt inheee)F avfeost binaw ‘e- 







ANGUS, STONEHOUSE & CO. LTD. 3467 
NS 





TORONTO, ONTARIO Hessin 

1 there is something wrong as far as the agent or 

2 Subscriber firm -- it's not the subscriber's fault -- 
3 MR. HESSIN: Complaints, as you well 


4 realize can fall into many categories, Now, if this 

> is an easily adjustable complaint which is not what 

6 we term a major complaint, then we immediately contact 
7 our member agency and have them correct the matter, 

8 Whether it is an extension of the currect subscription 
9 because issues were missed or something of this 

10 nature. If complaints are of a more serious nature 

11 and have to do with what we would consider reprehensible 
LZ behaviour, then we take action against the member 

13 firm, on account of that representative. 

14 MR. LAWRENCE: What advantage is it 

13 to an agency to belong to your Registry? 

16 MR. HESSIN: All their representatives 
17 are registered with Canadian Central Registry, they 

18 have to be registered within a period of seven days. 

19 When they register they have to sign a full registration 
20 card giving us all the details on themselves, factual 
21 information about themselves, where they live, their 

22|| relations and so on, and then they are issued a 60-day 
23| identification licence which they all carry, as I 

24/1 mentioned in my letter, to identify themselves. And 

25|| this not only identifies them but shows that they 

26| are bonded through the Registry to guarantee the 

27 fulfillment of the subscriptions which have been taken, 
28 MR, LAWRENCE: I see, 


29 MR. REILLY: I just want to find out 





- one point. Is that licence given to the individual or 
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to his company? 

MR. HESSIN: It's given to the 
company who, in turn, endorse it or sign it and give 
it to the agent who carries it on his person, 

MR, REILLY: You issue several of 
them to one company, who each -- for each individual 
salesman? 

MR. HESSIN: No. We will not issue 
more than one licence per salesman. 

MR. LAWRENCE: What are some of 
rules and regulations pertaining to the licence? For 
instance, do you licence anyone who is a minor? 

MR. HESSIN: That is not our business, 
but we won't. I mean, if those come in -- 

MR, LAWRENCE: Why isn't it your 
business? 

MR. HESSIN: When I say we won't 
licence a minor -- we can't stop a person hiring a 
minor, can we? I mean -- 

MR. LAWRENCE: No, I got the wrong 
idea and I apologize to you. But as I understand it 
you are here as more or less the vocal imege of the 
reputable sales people who sell subscriptions door-to- 
ELGOL 

MR HESSAIN cme. 

MR. LAWRENCE: Not only door-to-door 
but from your places of business. Presumably your 
whole purpose is to uplift the public image of the 
door-to-door magazine salesman. That is your purpose, 
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MR, HESSIN: Right. 

MR. LAWRENCE: <All right then. You 
have certain rules and regulations and presumably 
specifications which you must have to grant a licence 
to these people, otherwise the whole thing is a fraud, 
right? 

Now , if you say it is none 
of your business to -- 

MR, HESSIN: I say --now, when these 
registrations come in -- you are talking about a person 
under 16 or 15 years of age, right? 

MR. LAWRENCE: Well, let's say under 
21. Do you give licences to anybody under 21? Or 
do your agencies allow door-to-door sales by people 
under 217 

MR, HESSIN: Excuse me, Mr. Lawrence, 

MR, LAUGHTON: Would you prefer to 
refer that question to me? 

MR; HESSIN; Yes, sure, 

MR. LAUGHTON: Our advice to our 
solicitors is that we may not refuse registrations in 
Central Registry to any individual who requests it 
through his company. Even on a matter of past record. 
That is prohibited under the sanctions of the right 
of a man to work. In other words, because 90% of these 
people are registered with us, because the iCMP ~- 
we are a policing organization. The RCMP works closely 
with us, the police authorities have copies of our 


licences, they are authorized to lift any of these 





licences given to anybody in their jurisdiction. Better 





cmcih a: tll Me er 





é traha od ovat ogi iy, stuns antsant aoe 
tet oaths. ol Shin xia. Saat alqosq sasils ot 


tiga fig 


roy Oo Fe dwn 


uw Od Sasetatd By, Yo 


ny wales Yao 2) PRPSRaH iM 
‘ae ge "wisliies S26 Vinbyoee al oaxo. anaigarealaed 

fia ;HOWMBRWAL 27M 
(i) urban Vbodwga a2) @econsell evig dey of (25S 
if °Sle2 Soobpegqustegh wolis tasioaess s7ey oo 
fi3 wsbaH 

M (oureayord «MiGags .am 

lana va bine eomnuar a). 
Yom of cotiebup tens cates 

ua ~aet  @hERean aM 

oi eolype ‘HR sto TA aM 


tutyed enw thon ao gem av ¢edd, Bt #tevibliva 
Soup orlee: rouneybting ‘ne of Untnigel Lextaa® . 
shyecry tagq to os tem | alao) weve Leno® teh guar y 
a ai bates rene a 





ee 






date gogo eteey iedteott seins. 


+ Ts 








































» ROC seusnad Bato mreeie Wb> aber °9 a 
~ IMDS, /oe esvaged ue aa : 


ar we . 


= 





~~ = 
ee 





7. 


i ¢ 





29 


30 


ANGUS, STONEHOUSE & CO, LTD. 


TORONTO, ONTARIO Hessin 3470 
Business Bureaux watch for these licences, Chambers 
of Commerce watch for them and our people are required 
to report to the Province of Ontario and other 
Provinces and Board of Trade and Chambers of Commerce 
before they start to work. In other words, it is 
practically impossible for a man to get a job selling 
magazines house-to-house or office-to-office unless 
he is a member of the Registry, the Canadian Central 
Registry. Therefore, in effect, if we were to refuse 
to grant him a licence we are preventing that man 
from earning a living. I am advised that we can't 
(efor) o belt =o 
Once that man is registered, 

and we accept his application for registration on 
the part of our members, then he commits an offence 
we can take action to throw him out and take his 
registration away from him because he has done it 
after he came in. The same thing -- I organized 
this registration 15 years ago and have been Chairman 
of it ever since, because we recognized the terrible 
problems in the selling business. When I started 
it the Provincial Board of Directors wanted to excuse 
certain people because they had had bad records. I 
insisted No, they must come in, we must take them in, 
because you can't control a business unless you bring 
everybody in and try and tell them -- 

MR. MACDONALD (D.C.): Is everybody 
in now? 
MR. LAUGHTON: 90% of sales people 


are employed by members of the Registry. 
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MR. MACDONALD (D.C.): 10% are still 
out? 

MR, LAUGHTON: Yes. I have just 
returned from a month's trip around and through the 
western provinces, from Winnipeg west, interviewing 
Deputy Ministers and Municipal Affairs and so on, 
Better Business Bureaux, RCMP -- quite frankly I 
was surprised and terrifically gratified with the 
reports I got throughout the list of the effectiveness 
of CCR, our Registry. If I may digress for a moment 
and discuss the previous question of government 
legislation...We are in a position, the magazine 
division is in a position, and I as Chairman, to speak 
for them as Chairman of their policy committee. 

We have before the Select 
Committee on Municipal Law and have had before them 
for the past two years -- as Mr.Reilly will well recall 
-- a brief asking for provincial legislation of our 
industry in this Province, oeAnd Ieintroducedi the Deputy 
Ministers in all four western provinces on this trip 
and urged them to do something along that line. 

Now the Saskatchewan Act, as 
Mr. Sedgwick may have brought before the Committee, if 
not, I would suggest if you are interested in government 
licensing of salespeople, to get a copy of the Commercial 
Agents Act. It's a model piece of legislation, in my 
estimation. 

But it goes one step further, 


not only is it a provincial Act but the Act also 





specifies the amount by which this licence must be 
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validated by the municipality, according to its 
Anz ey 

Now Mr. Douglas, his government 
had the guts to tell the municipalities we are going 
to put this licensing in, but you can't get away 
from this business of excesses or the licensing doesn't 
accomplish anything anyway. And they must now validate 
it running nee $2.00 up to $25.00, according to the 
municipality in which the licence is validated. 

The Chief Inspector of Licences 
in two cities in Saskatchewan say they are getting far 
more revenue, as far as revenue is concerned, than 
they ever got before because nobody is trying to evade 
licences. On top of that this provincial Act is enforced 
not only by the local police but by the provincial 
police, and I gather that you know, gentlemen, that the 
provincial police in most provinces couldn't care less 
about municipal enforcement, 

I don't know about this 
Select Committee on Municipal Law, our brief, but 
maybe they are going to bring something down, But 
if you are interested -- I haven't got a copy with me -- 
I think there are two or three in existence, 

MR, SEDGWICK: Does it licence every 
type of door-to-door salesman? 

MR. LAUGHTON: Saskatchewan? Yes. 
As a matter of fact the magazine people there are not 
on to it because they have always been given specicl 
consideration out there, 


I think I persuaded the Department 
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there to put us in at the next sitting of the province. 
We want it. It's going to help us, 

The magazine industry, gentle- 
men, wants control of circulation and we will back 
every effort towards reasonable control and fight to 
the death any prohibitive, discriminatory legislation. 
We know there are bad actors. 

In Alberta, the Chief 
Provincial Licensing Inspector, Mr, Armstrong, said 
that the whole trouble there was caused by four men 
passing through the province, He didn't give them 
names, but I think I know three of them. There isn't 
anything they can do about it. There is a hard core 
of people that we are trying to get rid of. And we 
do take action. We fine people $200.00, $200,00 -- 
our last session was in October and we had 25 
infractions charged against members. The penalty 
accrues not to the sales person, it accrues to the 
member, but in effect the penalty accrues because the 
only way that the member can get himself relieved is 
to fire the guy. We suspended a $100.00 assessment 
against a member for that particular individual, but 
nobody can hire that man unless he pays the suspended 
assessment and a lot of members don't hire men with 
bad records. It doesn't pay. They get stuck with 
two or three assessments, We have them in this 
business, bad characters; you have done it with your 
own sales group. You may have sold yourself to Courts 
of Law or a bedside manner or what have you, but 


obviously you wouldn't be here today if you hadn't sold 
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yourself to your constituents. 

MR. LAWRENCE: Nobody is holding 
out to us what the constituent or the subscriber may 
believe to be a licence in regard to any of us, I 
don't think. God help them if they do. 

I don't see that -- you make 

no screen of these agents that your own members -- 

MR. LAUGHTON: The member does, That's 
up to him, The member here is in contact with the 
Registry. He undertakes to do certain things and 
a penalty accrues to him if he doesn't do it, and 
he deposits $1,000.00 in cash with the Registry to 
guarantee it. But we cannot go back and check 
these individuals. 

MR. MACDONALD (D.C.): I appreciate 
this, but you are giving a licence to the agent 
and therefore it is not up to the member -- 

MR, LAUGHTON: The member has to take 
the responsibility for that man. 

MR. MACDONALD (D.C.): Surely there 
would be very few bad actors taken by an agency if 
he knows he is going to be faced with a penalty 
immediately. 

MR, HESSIN: There are very few. AS 
a matter of fact, this Me practically nil. «lithink 
Mr. Lawrence's question is to the effect that -- or 
trying to separate these out -- it depends whether a 
man has been hired as a complete newcomer or whether 
he is being rehired as a person who has been in the 


field. Of course if he is a complete newcomer then the 
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member firms, outside of making the best check they 
can on the man, have no better way of knowing you, or 
I, or any big company, whether this man -- the member 
firm will make the normal check outs on a new 
employee or a new sales representative -- but things 
may not turn out. However, if that man is taken in 
and then, in the magazine field, commits one of these 
rulings under our standards of fair practice, then 
immediately charges will be brought against the 
member firm. 

MR, LAUGHTON: From the agency 
point of view, we can hire a man who has been a bad 
actor with other companies -=- he comes to us and 
the first thing you know we have got a problem, 
At the present time, as soon as he comes to register 
and if he has been with some other firm then he has 
a record, But if he hasn't any record then we are just 
informed that he -=- well, we are not informed at all 
unless he has been connected with somebody else, If 
there is anything against him we are informed 
immediately. Then we have to decide to either hire 
him or not hire him, If he has been before the Board 
with a charge against him and the fine is outstanding, 
then we wouldn't hire him, But we are warned, 

MR. LAWRENCE: I appreciate this, I 
think the idea of your organization is fine. All I 
am trying to find out is what are your standards? 
You do take people under 21. Do you allow your agencies 
to take people under 16? 


MR. HESSIN: No. We always record 
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this back, 

MR, LAWRENCE: But they know they 
can't take them under 16, All I am asking you to do 
is to communicate to us what your standards are, 

Do you allow your members to take people with a 
criminal record? 

OUR. HESSIN: This depends on whether 
we have a record of the criminal -- we have a record 
of the criminal record, I don't know whether you have 
ever tried to get a criminal record on someone -- 

MR, LAWRENCE: The member agency, 
does he -- do you not ask if he has had to do some 
checking on this man? 

MR. HESSIN: I doubt it, why? 

MR. LAWRENCE: You have an BS artnt ts 
here to spread gospel according to the Canadian Central 
Registry and I can't understand your reticence, 

MR. LAUGHTON: There is no reticence 
here. We can't do certain things and certain things 
we can do, These are the things we can do, under 
legal advice: The members themselves and their 
aepeol ve subscription respresentatives shall observe 
the following terms of fair practice: No member or its 
representative shall make any false or misleading 
statements, remarks or advertisements in or in 
connection with any of the following: subscription 
sales, adjustments on such sales, interviews with 
potential subscribers, interviews with sales 
representatives. And number two: No member or its 


representative shall use a false or misleading canvas 
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and no member or its representative shall authorize 
anything other than apparent physical handicap other 
than for the local area that he or she is Beings 

No member of its representative shall use any violent 
or threatening movements or gestures while making or 
attempting to make sales of subscriptions. No member 
or its representative shall use any insulting, rude 
or abusive movements, gestures or words in the 

course of making or attempting to make a sale of 
Subscriptions, No member or its representative shall 
persist in failing to report his sales orders, 

The conviction of any member 
or any of its representatives in any Court in Canada 
of criminal jurisdiction for an offence having anything 
related to physical violence to a person or a theft 
in its several forms or fraud or a semblance of fraud 
in which there is ascertainable connection of the 
actions for which he was convicted with any course 
followed by him in the pursuit of sales subscriptions -- 
(we had to define that because what he does to some 
other citizen when he wasn't selling magazines, we 
couldn't touch him on that). 

MR. LAWRENCE: The answer is then it 
is an offence, under your by-laws,to have a criminal 
record and therefore you can expell a member for 
employing people with criminal records, right? 

MR, LAUGHTON: But we can't s a man 
with a criminal record for which he has served his 
term -- we can't refuse an original registration to him 


if he is recommended by a member, That's our best legal 
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advice, 

MR, LAWRENCE: Then the answer is 
if there is any criminal monkey business again -- 
if I can use that term -- in the sale of subscriptions 
or any past record in the sale of subscriptions, as 
far as the criminal code is concerned, you won't allow 
cRPy ye sea w ed puri. 

MR, LAUGHTON: JI would have to ask 
about that. 

MR, LAWRENCE: Well, the idea is if 
somebody has been convicted of theft in regard to the 
Sale of subscriptions in the past, then you don't 
allow them to be employees or sales representatives 
of your members, Isn't that right? 

MR, LAUGHTON: Here is something 
that may help, <A manager may refuse an issue or a 
re-issue of a licence to a subscription representative 
who has been convicted by any Court of criminal 
jurisdiction in or outside of Canada for an offence 
involving physical violence to person or property, or 
theft in the general sense of the word, or fraud in the 
general sense of the word, An appeal may be taken 
from that refusal to the Board. Now we put that in -- 
I don't know yet whether we have tried to enforce 
it because our solicitors tell us we can't. But it 
CeeOuUl ee CO eo Lv. 

MR. LAWRENCE: All I am trying to do 
is elicit some information from you, You do have 
these standards and if somewhere along the line the 


agency has to screen these people and keep up on them, 
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otherwise they are in danger of losing their rights 
under your by-laws, 

MR. LAUGHTON: . That's right. 

MR. LAWRENCE: That's all I'm trying 
to get at, 

MR. LAUGHTON: They have got to commit 
the crime while they are registered with us. 

THE CHAIRMAN: You are obligated to 
take them on before that, 

MR. LAUGHTON: And these standards 
do pertain right down the line as far as gimmick 
contests are concerned and forceful entry of front 
doors, 

A genuine contest where prizes 
are offered is allowed, They are allowed to mention 
that in their sales presentation. I have never felt 
there is anything wrong with that so long as they sold 
the magazines. 

MR, LAWRENCE: Well, you could have 
some fights with this Committee. 

MR, LAUGHTON: I, for instance, for 
many years developed a student organization at the 
University of Toronto and Western and McGill. We hired 
men back in November for student unions and they did 
a spendid job down there. A number of men were able to 
put themselves right through post medical training, 
selling magazines. There is nothing that I can see of 
any harm in mentioning somewhere in your sales 
presentation that you attend the University of Toronto 


,during the winter, 
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MR, MACDONALD (D.C.): Are you, in 
effect, saying that when the magazines salesman comes 
to the door and says that he is going to get a trip 
to New York or he is going to get a trip to London 
or he is working his way through college, that these 
are all genuine contests? 

MR. LAUGHTON: Did I say they were 
genuine? 

| MR, MACDONALD (D.C.): Yes. 

MR. LAUGHTON: No, 

MR, MACDONALD (D.C.): If they have 
a licence with Central Registry are they then valid 
contests? 

} MR. MACDONALD (H.A.): So long as we 
know it, but if we find out it isn't with anybody 
doing it, out they go. It's a violation of our standard 
of practice, 

MR. LAWRENCE: You cover 90% of the 
sales people in this Province, Where do these 
insulting young thugs that come to my door twice a 
week come from, who are selling subscriptions? 

MR. LAUGHTON: Whereabouts ae you live? 

MR, LAWRENCE: Well, in Rosedale -- 
there is a good two, I would say, per week, on the 
average. They are quite insulting when you try to 
tell them you are really not interested in magazines, 
you have got so many. If you cover 90% of the 
waterfront, are these the remaining 10%? 

MR, LAUGHTON: You are certainly 


getting bad treatment from -- 


| pes - Hise = 





etait 





eeeots dees .enst foo tga vow ata Butlattow ‘at ad %0 


| Pov 




























st yhoy $¥A fC ud) CAMOUDAM CRM Tn 
| ef ; ve. * hee 

Famoo camaatan séul aren ont et ORAS antyay iteotte “ft 
qfed » tow of autog ah an’ Vedi aye tne ood edt oF 


asnheal cl aPw 5 Sago antogeet ed 10 2ro0Y watt ae 


-Hiveetncs onturion Ife ore 
gait yan 2 Det iene 
| Tom iuyisy 
gov + (200) (RA MOCOAM. ¢ HM 
Of sRORNAUAT / AM 
at wort WL +O. 5,0) GEAMOGOAM . cM 
ay ne ‘of} ec8 yrteinet fPowtasd dtiw eonsoli pz 
: fasvactnoo ~ 
3 ay * 2f AH) GOAOTORM . A 
saere th te bak ew tf god oP word 
ete tha "o peidelote § gag yom wyomtd Guo’ oh antes 
.oottostg, td 
SH “te ROP tayo sot aA aan 
gRef2 ob arene your a ‘paite ak eiqosg aolae | 
eter tooh yn ot shed and aye gelbog gntvtount ma | 


Tanotivginnedim sal tise ies eter. emorry. ius sles. i | «> ; 





Ls wet of aeyddeeredW MOTI uae - h pee 
—~‘shabownd a intel! xaomuniRk ame ring ceie i cy 
throne Keew ys So tee hoch T aut on. hi re | 
at rie iy eae 
<ROnESAwem st, beduonegnth. habecmmmeelas: wis 
acid x6 008 oe ae } | 
we mo i ati 8 ‘a sw | 


oo ous 


ee re) 


oo 





ANGUS, STONEHOUSE & CO. LTD. 


TORONTO, ONTARIO Hessin 3481 





MR. MACDONALD (D.A.): Well, you 
can take my riding, because I would say that I get 
more complaints in this particular field than any 
other single one in door-to-door, 

MR, LAWRENCE: My information is that 
the suburban areas are even worse than the central 
areas, 

MR, LAUGHTON: By the way, if we could 
get from you gentlemen, where do they go? 

MR. MACDONALD: Well, down the street, 

MR, LAUGHTON: Well, do you go to 
the Better Business Bureau? 

MR, LAWRENCE: No, 

MR, LAUGHTON: We are registered with 
their clearing house, Give the industry a chance, 

MR. LAWRENCE: You say we should let 
you know that? 

| MR, LAUGHTON: I think you should give 
us an opportunity of ferreting these men out and 
smoking them out. 

MR, LAWRENCE: I go with that. 

MR. MACDONALD (D.C.): Let me go back 
if I may and tie in with this, because it seems to 
me -- Mr, MacDonald stated that the average money 
that is paid is 70%. 

MR. MACDONALD (H.A.): I beg your 
pardon? 

| MR, MACDONALD (D.C.): The average 
is about 70% of the subscription money that goes back 


to the publisher? 
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1 MR. MACDONALD (H.A.): Thirty percent. 
2 MR, MACDONALD (D.C.): Oh, I'm sorry, 
3 30%, right. The commission is, in effect, 70%. Well 
4 this conforms with my experience because I have 

5 been personally aware of and involved with teams where 
6| your new members of the team get a third, or 35 or 40%, 
7| The Captain of the team was getting 90%. 

8 MR, MACDONALD (H.A.): This is cash. 
9 MR. MACDONALD (D.C.): Okay, I'm 

10 talking about cash sales, 

11 MR, MACDONALD:(H.A.): If you go 

12 to a publisher as a cash company organization you 

13 get a different rate than you do as a credit organi- 
14 zation, 

15 || MR, MACDONALD (D.C.): I am not 

16 talking about the budgeting now. Most of your 

17 door-to-door selling, I think, is cash. It is not, 

18 at least in my experience -- I've never heard of 

19 anybody coming to my door and try to arrange a 

20 budget. He's looking for the cash. And I am deeply 
21] puzzled as to (a) if you are enforcing your standards 
22 why there is such widespread high pressure and serious 
2a complaints or how in heaven's name those complaints 

24|| could, in the alternative, be restricted to the 10%, 
25 And quite finally -- and again I speak from some 

26| personal knowledge of this -- I think you have got a 
27 set-up for the high pressure salesman. If you've got 
28 a keen-- a man can build himself up, until he is 


29|| getting .90¢ of the dollar, of the subscription he 





sells. He may be sub-commissioning it down to other 
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men on his team, 35 or 40 or 60 or 75%, depending on 
how long they have been working on his team, You 
have got a set-up for the boys going in and putting 
on very high pressure, 

MR. MACDONALD (H.A.): That commission 
is not a commission because it covers all expenses, 
transportation, etc, They get nothing on top of that. 
This isn't all money in their pocket, They have 
got to absorb their losses -- the man on the team you 
are talking about -- they have got to absorb the 
losses, as a rule, on people they employ. 

MR. MACDONALD (D.C.): What losses 
are they going to absorb. I am talking about cash 
sales, not budgeting at all. On the cash sales there 
are no losses. 

MR, MACDONALD (H.A.): Well there 
are men who disappear with their orders -- 

MR. MACDONALD (D.C.): Well -- if the 
field is so caught with racketeers that you have a 
serious problem of people running off with their 
sales, then certainly you have got to go back and 
look at your licensing practices, 

MR, MACDONALD (H.A.): I didn't say 
it was prevalent. I said when he gets his commission 
he is on his own -- and as circulation director of the 
company, as I was for many years -- I would have been 
damn happy to get 30%, because you didn't get it, 

MR. MACDONALD (D.C.): I happen to 
know what I'm talking about, The man who is getting 


the 90% can pull down $150 and $200 a day. I've seen 
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him do it. And then he can go sit in the beer parlour 
for a week until he blows his money. Then he can 
start all over again. I think you have got a set-up 
for a high pressure salesman. I just find it 
difficult -- I'm glad to hear that the Central 
Registry is trying to do a job -- but I can't equate 
your contention that you are seriously doing a job 
with the widespread prevalence of door-to-door high 
pressure salesmen. 

MR, LAUGHTON: May I say something? 
I have been getting now for 10 years every reference 
in daily, weekly and periodical press in Canada that 
has anything to do with magazine selling and whether 
itis good or bad, and I don't average three items 
a week from the whole Dominion, and that's every 
weekly newSpaper, every daily newspaper, I had a 
recent case here that I showed these gentlemen at 
the last Board meeting. In a little weekly newspaper 
was a story -- I don't know, it wasn't about chimneys, 
it was anet magazines -- and by golly, two weeks 
later I get another weekly newSpaper and the only 
thing that was changed was the locale, Do you know 
I got that scattered from British Columbia through 
to Ontario in four weekly newspapers in the course 
of two months, It was the same story, word for word. 

MR, MACDONALD (D.C.): Are you 
suggesting that it didn't happen in the others, they 
are just reproducing it and changing the name? 

MR, LAUGHTON: I'm manierteda Because 


we write, Mr. Hessin writes, to every editor as soon as 
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1 one of these items appears and asks them to tell us 

2 Something,to please send us the name of the 

3 complainant so an adjustment can be made, How often 
4 is it done? One in a thousand? We never hear anything 
5 about it. It not suggesting iHere are no complaints -- 
6 please don't misunderstand me -- but I am saying that 

7 the majority of complaints are not. But please tell 

8 us about them, We are not pure, but I do know that 

9 the business is cleaned up and cleaned up to the 

10 extent -- I don't suppose it ever will be -- I'm just 
11 being a bit of a damned fool, I think, because I was 

12 up for retirement two years ago and I've stayed on 

13 for another two years and I retiradlin May of this year, 
14 but I'm staying on the Board of Central Registry and 

15 working on it because I'd like to get that up to 95%. 
16 MR, MACDONALD (H.A.): May I say 

17 this to Mr. MacDonald, because you were in the business 
18 some years ago. I don't think that you would have 

19 heard of a budget at that time, but now cash is 

20 practically, not fully, but it's very small. Most of 
21 the business is budget and most of the complaints 

22 at the Registry are budget complaints now. There are 
23 very, very few cash organizations and most of the 

24 problems are coming from four or five people. I1 know 
25 in our home -- we live in Westchester -- my wife is 

26 magazine conscious. I said: "Tell me when somebody 

27 calls". We haven't had a caller at our house for 

28 quite a few years. 


29 MR, LAWRENCE: Well, you're a marked 





man. (Laughter) 
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MR. MACDONALD (D,.C.): There are few 
groups that have better insight intelligence than 
men selling magazines. I have seen them set up 
crews and go into a lumber camp in New Brunswick with 
a group of select looking blondes and they would 
sell $15.00 worth of magazines to every lumberjack 
on the place, This was 20 years ago. 

MR, MACDONALD (H.A.): We had a man 
speak about that at a meeting about three or four 
years ago, 

MR, LAUGHTON: But it doesn't happen 
now. 

MR. MACDONALD (H.A.): No. He set 
that this is not like the old days, He must have gone 
back 20 years to get this. 

MR, LAUGHTON: He said he was going 
back, 

MR, MACDONALD (D.C.): What gets me 
is the student who comes around to the door and is 
working his way through college and he will arrive 
in November when obviously he is not thinking of college 
at all. 

MR, LAUGHTON: I don't know of any 
valid student operation in effect in Canada, If anybody 
says they are working their way through college, that's 
just a line. 

MR, LAWRENCE: You are an association 
of publishers and subscription agencies. What's the 
percentage as far as payment of the budget is concerned 


of your group? How much do the publishers contribute 
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and how much do the agencies? 

MR. LAUGHTON: Our publishers duty 
-- some publishers pay twice, They pay as the 
publisher, they pay on all subscriptions that come to 
them from field staff, And they also pay on the 
amount that their own salesmen produce, The agency 
pays on the volume which they sell. 

MR. HESSIN: The publishers of some 
agencies, without sales forces, they only pay one 
amount. 

MR. LAWRENCE: And you feel you have 
to have the publishers themselves in because they 
do so much direct selling themselves. Is that true? 

MR. MACDONALD: (H.A.): The publishers 
are -- this is so important that it should be cleared 
up. The publishers give it the strength. If the | 
publisher weren't in there I doubt very much if the 
agencies would have the strength, But back of it 
all the publishers get an agency and if this agency 
doesn't toe the line it isn't long before the publishers 
are cutting them off, 

THE CHAIRMAN: Would it be fair to 
say it is a publishers nominated organization? 

MR. MACDONALD (H.A.): No. ‘There are 
three publishers on the Board and everything pretty 
well has to be unanimous and it usually is. There 
isn't much conflict except on technicalities. There 
is great deal of unanimity on the Board, 


MR, LAUGHTON: When I set up the 





- composition of the Board equalling three publishers and 
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three agencies, I had quite a time selling that to 
the publishers, They thought the publishers should 
control it. But I would say that only once in 15 
years have we had a decision made other than by a 
unanimous vote, Only once, 

MR, MACDONALD (D.C.): Mr, Chairman, 
may I ask Mr, Hessin, is the Family Publication Service 
of Canada Limited a member of your agency? 

MR. HESSIN: Yes, they are, 

MR, MACDONALD: Are they coming before 
us? 

THE CHATRMAN: Yes, Anything else? 

MR. MACDONALD (D.C.): I wonder if 
you could tell us how the breakdown takes place between 
the orders taken and the customer getting his 
publication? Why does this breakdown happen quite 
eee The breakdown, that is, in the order 
getting Senne publisher? 

MR. MACDONALD(H.A.): Well, I'm not 
really sure that it is, Mr. MacDonald. 

MR, MACDONALD:(D.C.): Well, I thought 
we heard earlier some people explaining that the 
reason they don't pay is because they don't get their 
subscriptions. Why is that? What causes the 
breakdown, There must be a Peeaiean somewhere, 
otherwise they would get the magazines they ordered, 

MR. HESSIN: I can only speak for 
myself, for my own organization, We verify our orders, 
to make sure the customer understand what she is 


buying and if she feels that she can afford it. That is 
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the basis of our verification. And we found that the 
people that were reasonably well fixed you see got 
all their magazines, no problems, The people that 
had financial problems didn't get the magazines and 
therefore we weren't being paid. As a result of 

that we have upped our departments and we do some 
arbitrary scales so we know what kind of people they 
are, They must subscribe to the telephone, This is 
the standard of the non-transient and being reasonably 
permanent and we also get more information on them, 
Our complaints of non-delivery have been almost nil. 
But anybody who does complain to us, complains about 
us to the publisher as many as two or three ned ae 
are the one people that -- we (rest inaudible). 

THE CHAIRMAN: Mr, Edwards? 

MR. EDWARDS: The type of contract 
that most of your members use, would it be a receipt 
for a contract or would it be a conditional sale or 
time payment type of contract, does the subscriber 
sign it as well as the salesman? Generally what is 
the type? 

| MR, LAUGHTON: Well, I have a copy 
of our contract, There is a place for the magazines 
and the terms. Please enter immediately my subscription 
for the above magazines for the period shown. I agree 
to pay for these subscriptions as follows. So much 
now, mail so much monthly for the number of months until 
paid, and nothing for the remaining period. So if it 
is a four year subscription it will be 24 months that. 


they won't pay. Payments to be mailed by the 10th of 
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each month, Read carefully before signing. This 
contract is not subject to change or cancellation, 
Subscriptions are purchased in advance for the full 
term. No other agreements recognized. Signature, 
Salesman is not permitted to sign a subscriber's 
name. Then we have a second part here at the bottom, 
I have read and understood the above order and then 
the signature is there, And then on the back we get 
credit information, closest relative, employment, 
age, if under 21, Rent or own your home, We have 
fairly good credit information, 

When this comes into the office 
we simply put it to one side. We acknowledge it 
and we say thank you for your order for this, this and 
this. Please write us before 10 days (and we put 
the date in there) if there is anything you don't 
understand, 

MR. MACDONALD (D.C.): If there was 
a law passed to put in a four day waiting period =. 

MR, LAUGHTON: It wouldn't make any 
difference to us, not at all. 

MR. MACDONALD (D.C.): I was wondering. 
I couldn't see why it would make any difference, 

MR, LAUGHTON: It wouldn't make any 
difference to us. Because we take that length of time 
to make up our minds. 

MR. BUKATOR: You don't process this 
for ten days while you are checking the credit anyway. 
So that if perchance the salesman, the agent who you 


would like to make subsequently a bona fide agent, but 
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isn't a good living agent, and is not acting -- he 


is high pressuring a person, -- they have a chance 
to back out? You don't want to get stuck with 
that bill Pee 

MR, MACDONALD (H.A.): That's right. 

MR, LAUGHTON: I brought up the 
point, Mr, Chairman, particularly with the Better 
Business Bureaux and Chambers of Commerce on this 
very question because our members, as Mr, Hessin 
knows, have been attempting for about a year or 
more to have some sort of extension of this policy 
that you are now talking about. But out there they -- 
I didn't hear about this four days until I got back, 
It came up while I was away out west -- but two days 
seems to them sufficient, because why have to wait 
four days? Because so often they find the woman 
gets cree with a high pressure salesman and then 
when her husband comes home at night he wants to 
break her neck and back, I sympathize with the woman, 
She has to come up with all sorts of excuses, But 
they said two days, they thought, should be sufficient 
for a housewife to find out whether or not her husband 
would still let her buy the magazine, Maybe she 
needs four days, but I think for a general thing maybe 
it needs a longer time, 

Just one more thing -- I know 

you gentlemen want to get away -- one of the Deputy 
Ministers, in regard to this provincial licensing. He 


said -- this was the Deputy Minister of Municipal 





' Affairs -- he said I would dislike any legislation which 
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1 is punitive and operates to the disadvantage of the 

2 honest salesman in order to catch a few. I know 

3 that you of the Legislature know far more than I, 

4 but -- 

5 MR, LAWRENCE: If you hear a Deputy 

6 around here saying anything like that would you let 

7| us know? (Laughter), 

8 | MR, LAUGHTON: Well this man said 

9 that he wants to make sure that it is not penalizing 

10 the few to catch the -- I mean the many, to catch 

11 the few. He's the one I asked what his definition 

12 of high pressure was and he said: "I don't know”, And 
13 I said: "I gave up trying to find one a long time 

14 ago", My answer, when I am asked that question, is: Is 
15 true? What I --j I know a salesman who sells insurance, 
16 maybe soft sell or maybe hard sell. What I would 

17 consider high pressure, sombody else might not, 

18 MR, KERR: I'd like to get back to 

19 my original question, Mr, MacDonald, looking at this, 
20 will you leave a copy of this with the subscriber? 

21 MR, MACDONALD (H.A.): Always. 

22 MR, KERR: Do you have the subscriber 
23 sign twice at the same time? 

24 MR. MACDONALD (H.A.): Yes. 

ae MR, KERR: The verification and the 

26 acceptance, you might say? Now you have a penalty 

27 clause here if the payments are made after the 10th 

28 day, is that it? 

29 MR, MACDONALD (H.A.): If his payment 


is due on the first of the month, And if it is 
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necessary to send out a letter to remind him, you 
give him coupons and envelopes and it is simpler for 
us to simply remind him, then he knows it will cost 
him .25¢. In other words, it really works -- most 
of them pay their bills to avoid the .25¢. Usually 
if they send it in afterwards we are happy to get 

it anyway. 

MR. KERR: As far as you are concerned, 
if it is a subscription for a year the cost to the 
subscriber wouldn't be any more than say the 12 copies 
of -- say it was a monthly magazine -- 

MR. MACDONALD (H,A.): Oh, not that. 

MR. KERR: Now if there is any 
complaint they write to the address at the top here, 

MR, MACDONALD (H.A.): That's right, 
That is our record office. 

MR. KERR: Now, is the salesman an 
employee of that firm shown at the top? 

MR. MACDONALD (H.A.): ‘well, yes. 

You come under this heading of independent agent 

again because if you have a man in the field you have 
no idea of whether he is working or whether he isn't, 

In the sense of an employee that you control, you don't. 

MR, KERR: The guy's employed by the 
distributor, is that the idea? 

MR, MACDONALD (H.A.): No. He's an 
agent but you don't control him hour by hour the way 
you do an employee. But he's our agent. 

MR. KERR: He's an agent with the 
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MR. MACDONALD (H.A.): That's right. 

MR. KERR: I notice that you have a 
note to the distributor, Your note will not be 
acceptable for purchase. What do you mean by your 
note? 

| MR, MACDONALD (H.A.): It's rather 
curious how this came about. I couldn't really answer 
that. We picked up this information from somebody 
else's contract. It seemed to be the type of thing 
we wanted so we put it in there, 

MR, KERR: I think you are referring 
to a negotiable note here, 

MR, MACDONALD (H.A.): Well, it 
doesn't have anything me 

Ming? WCERR oer our lace 18 ered, 

MR, MACDONALD (H.A,): Okay. It's 
not used, in any event. 

THE CHAIRMAN: Mr. Edwards? Mr, Rowe? 

MR. ROWE: I have one question, You 
mentioned you don't have any student organizations, 
When did they go? I think it's still a practice in 
many of the Waele nseooies they may be taken out and the 
student council is the body. 

MR, MACDONALD (H,A.): This is a second 
field, like the school plan, often organized directly 
from the publishers and this, the students sell a 
certain number of subscriptions either to make money 
or they get something to help them along in school, 

But it has nothing to do with agencies, it doesn't 


come through agencies. It's direct from the publisher. 
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MR. LAUGHTON: Actually, as far as IL 
have heard, in a cse that came up. The student doesn't 
make any money, It's a throwback to the school for 
gym equipment or instruments for the band or something 
of that nature, 

MR, HESSIN:I think maybe there is 
an incentive in that the pupil, the girl or boy, 
who is selling them gets some sort of prize, 

MR. KERR: Do you frown on that 
practice -=— is it legal or illegal? 

MR. MACDONALD (H.A.): It's just 
competition, 

THE CHAIRMAN: Mr, Letherby? 

Well, Mr, Hessin, woud 
you supply our secretary with a list of your members 
of your Association? 

MR, LAUGHTON: We will send him a 
copy, Mr, Chairman, 

MR, BUKATOR: A copy of the by-law 
too, if you don't mind, your code of ethics, I just 
want to resume my thinking at the beginning for just 
aminute or two, You have explained your contract, 
The lady has subscribed for five books and through 
your good judgment you find she may not be able to 
pay for the five of them. You don't send her the 
five, you send her maybe two, Is that it? 

MR, MACDONALD (H,A.): No, I'm afraid 
we don't do that, Either all or nothing. 

MR. BUKATOR: Nothing at all. Well 


then, if you go all the way with them and for some 
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unknown reason the books do not come through because 
of the publisher not getting them out, which apparently 
is no fault of your own, The lady does not pay. Then 
who does the contacting in that rare instance, of 
calling her? Do you people do that? 

| MR, MACDONALD (H.A.): Noy, each 
company looks after its own accounts. What goes 
on in sombody else's == this is an area -- we know 
more about what happens to the sales people, but 
what goes on in 10 million offices, I don't know. 

MR, BUKATOR: Then if the complaints 
come through these offices you wouldn't be acquainted 
with them at all? The problem is between the purchaser 
or the subscriber and that particular publishing 
house and you are not acquainted with them at all. 

MR, MACDONALD (H.A.): Well, I know 
how we would handle it. If we got a complaint we 
would attempt to pin it down to a certain magazine 
or a specific. Then we immediately contact the 
publisher and tell him the date and all the particulars 
and they will, in turn, without even checking, will 
put that customer on the list. We very seldom -=- as 
long as it comes through us they put it on the list. 

MR BUKATOR: Mr. Chairman, the point 
I am trying to make is that the books do not come 
through in this instance and the lady says: "I'm not 
paying or sending my coupon in because I am not 
getting my books.” Then comes the pressing letter 
that we are going to sue you if you don't pay. She 


in turn writes, and they correspond back and forth with 
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the proper authorities and the books do not come 
through and the threats come through and the lady 
loses == as a matter of fact I am speaking of 

the clerk of the village that I come from -- 
prominent and decent people. And for her to have this 
burden thrown on her shoulders along with the fact 
that her husband had been operated on, was a little 
more than she could bear, And she contacted me and 
I, in turn, said sometimes people complain when they 
have no right to complain. So I have just ignored 
it until it came before you and I thought the place 
to get this information was right directly from the 
horse's mouth, 

THE CHATRMAN: Would you like to 
give him the information? 

MR,. BUKATOR: Yes, I'll give it to 
you right now, Mrs. R. M. Callan, and she lives on 
First Street in the Village of Chippewa -- no, Third 
Street, I beg your pardon, The post office will get 
it to her, I would like to know if she got her 
problem settled 

THE CHAIRMAN: If you could investigate 
that and let us know what you find out we would be 
very happy. 

MR. HESSIN: We'd be very happy to. 
And, Mr. Chairman, may I send these copies care of 
the secretary, so that you may distribute them? 

MR, LAWRENCE: Some of these companies 
have their own house collection agency, don't they? 


Or do they? 
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MR. HESSIN: I would say Yes, 

MR, LAWRENCE: Do you have any rules 
or standards in regard to that? 

MR, LAUGHTON: I think there is only 
one. (Rest of statement inaudible). 

THE CHAIRMAN: Thank you gentlemen 
for your cooperation in being with us this afternoon, 
Unless there is anything else this meeting is 
adjourned and we will meet here tomorrow morning at 
ten o'clock, 


---WHEREUPON THE MEETING ADJOURNED UNTIL TUESDAY, 
NOVEMBER 17, 1964 AT 10:00A.M, 
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